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Northwestern Mutual Life Underwriters are looking for- 
ward with anticipation to their 26th Annual Eastern 
Agency Meeting at New York, January 3rd and 4th, 
1941, Hotel Waldorf-Astoria. 


The field committee which will plan and present the pro- 
gram in conjunction with the Agency Department is com- 
posed of Vaughn D. Griffin, Manchester, New Hamp- 
shire, General Chairman; P. T. Allen, Buffalo, New 
York; Oliver M. Barres, Bethlehem, Pennsylvania; Mal- 
colm G. Drane, New York City; George Emery, New 
York City; J. Warner Heinekamp, Trenton, New Jer- 
sey, and C. L: McMillen, New York City. 


It is the ability “to keep on keeping on,” in good times and 
bad, which distinguishes the successful man in any field. 
Well planned meetings which inform, interpret and in- 
spire are of real and direct aid to underwriters in develop- 
ing this essential ability. 


This Eastern Meeting offers Northwestern Mutual Life 


Underwriters a timely opportunity to prepare and equip 
themselves for continued leadership in 1941. 
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N. Y. Dominates Insurance Scene 
Political and Inflation 


Annual Meeting 
of Commissioners 
Will Be in Detroit 


State Officials Accomplish 
Much at the Midyear Con- 
vention 


By C. M. CARTWRIGHT 


NEW YORK—At the mid-year meet- 
ing of the National Association of In- 
surance Commissioners in this city the 
executive committee presided over by 
Commissioner Williams of Mississippi, 
the chairman, voted to hold the annual 
meeting in Detroit June 9-11. Commis- 
sioner Emery of Michigan presented the 
invitation for that city. Commissioner 
Neslen of Utah gave the invitation for 
Salt Lake City. Detroit won by a vote 
of five to four. 

Commissioner Blackall of Connecti- 
cut, the president, right from the start 
demonstrated his ability, resourceful- 
ness, ease and good humor in presid- 
ing. The roll call showed that there 
were 39 states and two Canadian prov- 
inces represented, McNairn of Ontario 
and La France of Quebec being present. 
Commissioner Gremilion of Louisiana 
was the only new official present at the 
opening session, although Director Hay- 
den Davis of Illinois arrived later. Mr. 
Davis was accompanied by Special 
Deputy Frank Young, Actuary Ray 
Haffner, W. M. Murray and Chief Ex- 
aminer Jost. Roy L. Davis, former as- 
sistant Illinois insurance director, an- 
nounced that both he and former Direc- 
tor Ernest Palmer were present. Mr. 
Palmer received a great burst of ap- 
plause and the audience arose in his 
honor, showing the hold that he has on 
the organization and it was given an 
opportunity to express regard for him. 


C. W. Lovejoy Present 


President Blackall announced that 
C. W. Lovejoy of Maine was present, 
he being now a member without a port- 
folio. In other words, he said: “Mr. 
Lovejoy is almost out and almost in.” 
He assumed his new position with Mas- 
sachusetts Bonding Monday and he and 
his family will soon take up their resi- 
dence in Boston. No successor has yet 
been appointed. 

Commissioner Holmes of Montana 
telegraphed his greetings and stated 
that he would not be in attendance. 
Inasmuch as he is the perennial ser- 
geant-at-arms, President Blackall ap- 
pointed Macdonald of Wyoming to oc- 
cupy that position. A letter was read 
from Commissioner Woodward of Texas 
who has been seriously ill, stating that 

(CONTINUED ON PAGE 29) 





Talk Answered 


NEW YORK—Charges of life insur- 
ance company participation in the re- 
cent political campaign with the impli- 
cation that the companies fear inflation 
were ably answered by Leroy A. Lin- 
coln, president Metropolitan Life, in his 
talk as chairman of the Life Presidents 
Association’s annual meeting. 

Mr. Lincoln denied that his company 
or any other company of which he has 
knowledge participated in political ac- 
tivities or gave out lists of policyhold- 
ers for that purpose. Unfortunately an 
organization having no right to speak 
for life insurance companies attracted 
attention in the campaign. Reckless al- 
legations were made before the senate 
special committee to investigate cam- 
paign expenditures, in which allegation 
the names of certain life insurance com- 
panies were mentioned as participating 
in political activity and as giving out 
lists of policyholders for that purpose. 


Unfortunate Circumstance 


It was unfortunate that the activity of 
an outside organization was attributed 
to the institution of life insurance, Mr. 
Lincoln said. Unfortunate, as it was, 
it would not be surprising if some pol- 
icyholders were led to believe that warn- 
ings were being sponsored by life com- 
panies to the effect that their policies 
would have considerably depreciated 
value in case of the success of one or 
another of the contending principal Par- 
ties, Mr. Lincoln pointed out. “Not 
only was the charge of participation un- 
founded but I believe it is the view of 
life insurance executives generally that 
there was no justification for playing on 
the emotions of policyholders in such a 
fashion. ‘Specifically, it was claimed in 
the press that assertions were being 
made to the effect that the success of 
one of the contending parties would lead 
to inflation to an extent (suggested to 
be 50 percent) sufficient to depreciate 
the value of life insurance policies ac- 
cordingly. I know of no way by which 
that assertion could be conclusively 
tested or verified.” In deflating the un- 
warranted inflation scare, Mr. Lincoln 
presented a clear analysis of the situa- 
tion. 


Pictures Extreme Degree 


Although there are various kinds and 
degrees of inflation, the usual layman’s 
view of the matter pictures an extreme 
inflation of the character suffered by 
Germany after the last world war when 
prices measured in marks went to astro- 
nomical figures. Mr. Lincoln said that 
he does not believe for one moment that 
the situation in this country is analogous 
to that of Germany. In essence, infla- 
tion merely means an increase in the 
price level. Ups and downs in the gen- 
eral level of wholesale prices and there- 
fore in the purchasing power of the con- 
sumer’s dollar have occurred throughout 
the history of the nation and may well 
be expected to continue. For instance, 


by Lincoln 


the purchasing power of the premium 
dollar differed enormously between years 
of such varied character as 1914, 1918, 
1921, 1926, 1932 and 1940. Policy pro- 
ceeds would likewise have widely differ- 
ent purchasing power if the beneficiary 
were to receive and entirely spend them 
in a year like 1929 instead of a year like 
1932 or one like 1940. For example, the 
retail dollar in 1940 has a purchasing 
power fully 20 percent more than it had 
in 1929. 


Forget Their History 


Those who look forward apprehen- 
sively to a substantial reduction in the 
purchasing power of the consumer’s dol- 
lar as low as 50 percent, as a reason 
for reducing their life insurance pro- 
grams forget their history. The ad- 
vance in the cost of living was so sub- 
stantial in 1920 that a dollar would buy 
at retail in food, clothing, house rent, 
etc., only half as much as $1 provided 
in 1913. “There you had a 50 percent 
change, just as is now being suggested 
as likely, but the people took it in their 
stride. What was the reaction of the pub- 
lic to life insurance during that period?” 
Mr. Lincoln then cited an increase of in- 
surance in force from $20,564,000,000 at 
the end of 1913 to $42,281,000,000 at the 
end of 1920. “It just happens then, that 
during that very period when the pur- 
chasing power of the consumer’s dollar 
was being halved (and without insuffer- 
able results) the amount of life insur- 
ance in force was more than doubled.” 


Has Ups and Downs 


During the last 20 years the purchas- 
ing power of the consumer’s dollar has 
not stood any higher than about 75 per- 
cent of its 1913 value in commodities 
and services. It has gone through vari- 
ous ups and downs but throughout the 
past 20 years has averaged only 65 per- 
cent of 1913. During those 20 years 
life insurance in force has gone up from 
$42,281,000,000 to an estimated $117,- 
500,000,000 at the end of 1940. 

Variations in the retail purchasing 
power of the dollar have always taken 
place. If people had seen fit to defer 
protecting their beneficiaries with life 
insurance until they could foresee a long 
enough stable period of high purchasing 
power for the insurance benefit dollar, 
probably few would have bought any 
life insurance. Fortunately for them and 
for those whom they needed to protect, 
+ 7 aman buyers were not so imprac- 
tical. 


Spread Over Period 


Furthermore not only the paying in of 
premiums, but alsa the spending of pol- 
icy benefits, is, in the vast majority of 
cases, carried on over an extended pe- 
riod of time rather than at some one 
moment when the premium dollar or the 
benefit dollar may happen to have a 
high or low purchasing power. Exten- 

(CONTINUED ON LAST PAGE) 


Life Presidents 
Gathering Takes on 
Added Significance 


Preparedness Is Apt 
Theme—Chairman Re- 
views Major Questions 


NEW YORK—Against a background 
of world turmoil which threatens the 
foundations of individual responsibility 
on which life insurance is built, the an- 
nual gathering of the Life Presidents’ 
association which opened here this week 
has a special significance. Concepts or- 
dinarily taken for granted, like democ- 
racy and liberty, have taken on renewed 
meaning. “Preparedness,” the conven- 
tion theme, aptly links the foresight 
that is necessary to national defense to 
the foresight that goes into life insur- 
ance management and ownership. 

Unusual, too, was the opening ad- 
dress of the chairman, President L. A. 
Lincoln of the Metropolitan Life. Or- 
dinarily the chairman merely welcomes 
the assemblage, gives the estimated 
figures on operations for the year, and 
expands a little on the convention 
theme. Mr. Lincoln, however, also 
brought up some of the major ques- 
tions about life insurance that have 
arisen in the public mind during the 
year and analyzed them. 


Reminiscent of “Colloquy” 


Somewhat in the manner of his very 
popular colloquy on life insurance be- 
tween “Mr. Query” and “Mr. Fact” 
which he gave at the 1933 Life Presi- 
dents’ meeting, this part of Mr. Lin- 
coln’s talk illustrates the increasing 
interest of the public in questions af- 
fecting life insurance. A dozen years 
ago there were no developments in 
life insurance of interest to the public 
which were comparable with the TNEC, 
the unfounded accusations of participa- 
tion in political campaigns, or the in- 
flation scare which flaunted the menace 
of a 50 percent cut in insurance values. 

Five other life insurance organizations 
sent their presidents to extend their 
respective greetings: American Life 
Convention, Julian Price, president Jef- 
ferson Standard Life; Canadian Life 
Officers Association, Newton J. Lander, 
managing director Continental Life of 
Toronto; National Fraternal Congress, 
A. O. Benz, president Aid Association 
for Lutherans; Institute of Life Insur- 
ance, Holgar J. Johnson; National 
Association of Life Underwriters, Harry 
T. Wright, Chicago, Equitable Society. 

Early attendance plus advance reg- 
istrations for luncheon and the fact that 

(CONTINUED ON PAGE 7) 
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W Cl FE t A limitations of time on such a clause are : - 
unwise and have no basis in logic. The 
ar ause actors re ieee cf any ee oe | ee Pome Now 
mind the protection of the savings of $117,500,000,000 


nillions of policyholders and the funda- 
Analyzed by L. W. Dawson mental principles of insurance should NEW YORK—Estimates show 


















approach any question of seeking to im- that by Dec. 31, the total amount 
NEW YORK—Although no insur- is this so, but the risk of death by war POSe such limitations with great caution. of life insurance outstanding in 
ance man questions the propriety of the has increased immeasurably due to the In the drafting of war clauses, one of United States legal reserve com- 
use of war clauses, the subject is still destructive powers of the implements of the difficulties concerns the use of words panies will aggregate $117,500,- 
argely a matter of discussion and not. war. which will properly exclude the risk due 000,000, a new high mark, LeRoy 
of action, Louis W. Dawson, vice -presi- The incontestable clause, on the other ‘© military or naval service. The most A. Lincoln, president Metropoli- 
l I Mutual Life hand, has no relation to this situation, ‘sual phrases used in the last war lim- tan Life, reported as chairman be- 
it before the Its development has been for the pur- iting liability for death of the insured fore the Life Presidents Assecia- 
Insurance Counsel pose of assuring to a policyholder after Caused “as a result of? or “while en- tion’s annual meeting in New 
is that the a period of time that the validity of the gaged in military or naval service in York. This total represents a 
¢ their trust to ex- policy would not be attacked by virtue time of war, proved to be thoroughly gain of $3,500,000,000 or 3.1 percent 
must take proper of ante misrepresentation, real or al- Unsatisfactory when interpreted by the over the 1939 total of $113,977,- 
to insure their pro- ged in the ap plic ation or by reason of courts. The tendency of the courts usu- 000,000. This 1s an increase well 
tection against | risk im- some basis for forfeiture. It has been lly has been to so construe these over that achieved in 1939 and 
posed by reason pointed out again and again bv the Clauses as to eliminate many deaths has been exceeded in only two 
It is not easy t clause in a courts that it relates to the validity ot Which may properly be considered as years of the past decade, 1936 and 
ife policy which will meet the test of the policy and not to coverage due to the insured’s being in military or 1937. Payments te policyholders 
he ceurts: Mi. Dawson Gard. Policies : naval service. American courts gen- and beneficiaries in 1940 will total 
ritten in language readily understood Forfeiture Clause Used erally have taken the position that approximately $2,700,000,000 of 
the average man are exposed to wide ; . death resulting from disease or accident which 63 percent or $1,700,000,000 
irieties of judicial « : because In the past a few companies sought while in military service is not a con will have gone to living policy- 
vf the failure t p specific make entry into military or naval sequence or result of military service holders while the remaining 37 
egal languag T technic ee ne eee for for- within the meaning of the clause. percent or $1,000,000,000 will have 
n the 6 n leads feiture oI the policy. An attempted for- been disbursed as death claims 
$ with surprising court jn- feiture involves a contest of its validity Conflict on Meaning to beneficiaries. 
terpretations. and consequently a valid argument could ; , a — 
be made that such an attempted for- There is a considerable conflict of au- —— = = 
Consider Commissioner’s Powers feiture would fall within the incontest- thority upon the meaning of “while en- | Hid ee ame . 
= eS eins: the incur. able clause. To avert such danger, the gaged in military service.” The courts oe orgy at gn apse the oe 
a7 le extent oF bie power of te msul- legislatures of many states permitted the without dissent agree that it applies to of a ¢ ause whic h P la d_ exc a ae 
ice commissioners fo pass on wal companies to make such conditions an an insured who is killed in action. How- death occurring while an insured is in 





military service in time of peace. It 
recognizes the additional hazard of ac- 
cident, exposure and disease to which 
those in military service in wartime are 


Mr JYawson . . . 

‘nega ein eek AO Da “pt 7 exception to the incontestable clause. ever, they disagree on whether coverage 

authori f a commissio to ap- ; : 5 4, a ; é 

ra “ reas , “P"~ As applied to more recent war clauses, covers death from disease or accident. 
ve I DI ‘lauses ased ; "3 ; n ts ae 

fialises Yast however, which do not call for a for- Some courts have also made a distinc- 























aged wot Seat ak bee bathe feiture of the policy, but merely exclude tion between death occurring while the subjected, as well as the perils of actual 
‘iguous or calculated to deceive the death under certain conditions | from insured is engaged in regular service oo bat, 'Cevtalaiy serdea ts the anne 
eupnrtive auachamer of & wales He sw. Coverage, such an exception to the in- duties or while his activities are of a of navy ol & country at war presents 
ii =" ees. : contestable clause logically is wholly more limited nature, such as being on po pr te (4 asatéd sealast which no 
tala Np cbhincipn ee unnecessary. furlough. 2 paved: 
easy prota “i commis. Many cases have held that war clause A more satisfactory clause is almost poe got tg a Too pevese i 
aed o- ieaaeliions’ i atin Sane 2 rovisions which limit recovery are mat- universally being adopted at the pres- is manifest. oth & Camas i coupled 
exclude from coverage certain kinds ‘*TS Of Coverage eae oe a a a —— linbility im the with provision for return of premium or 
risks It must be most seriously ae egg jena Rng d a Oe ae eee ee oe onsecntien hype . payment of the policy reserve in the 
ted whether the legislature has the '@t the ™ or eg — pie pegs “at a ae eS = War. event of death while in service. For 
oan ai vist 6 eee acon. ET. oe military service or other There only are a few cases construing cima tieee dn abbas ts fs ted 
yulgner without tee asition af ont. “Ot TO provisions. Where the precise it. In an Oklahoma case, the court held ss eerie elie: wee connaeiel tae 
ary standards, the right to determine @U¢Stion has arisen concerning a war or that such a clause did not apply where its of the United States but the pos- 
werent caein Sue tn. clause, several cases have spe- the insured died of influenza in camp site consequences of this limitation is 

cath endtiine of Gina & Sik cific: ly h | the incontestable clause to on the ground that the company had leading to its abandonment. 

10 ‘war, @ risk mot jecladed in the °C. SPPSCROE. é; failed to show that the death was due : 

remiu m based upon mortalitv tables . Ir the vast Majority of states it can to the increased hazard of military What Constitutes Service? 
esha du tinses: ok colmmeenition eeace Ut. Cummaey expected that it will be service. Despite this decision, the : 
i is a eco principle hae ienleiition he that unless there is a specific stat- phrase appears to be the best so far de- A related question of construction is 
vower ‘cannot he 4. The legis. Utory limitation, hog is no legal limita- vised, in Mr. Dawson's opinion. Prop- what constitutes military or naval serv- 
= erly interpreted it has the merit of cer- ice? It has been held that attendance 
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would, of course, appear clear 
provisions which limit ility in 
e event of death occurring during mil- 
itary or naval service are valid and not 
against public polic: The validity of 
— ( iusé } eet spe 1 call a 
ed in many cases 
Confusion on Relationship 
Much loose thinking exists in the re 
ation of the incontestable clause to the 
\ clause, Mr. Dawson pointed out 
Che essential reason for a war clause is 
a the risk or daeati »\ reasol 
risk not contemplated i 
yased upon present mo 
ables It is also a risk for whi 
ate guide in determining < 
p08 1uIT Under the present 
or one can say wher this 
sk wil! subside Indeed, it is possible 


that there will be a long period of world 


mditions dominated by force \O 





tainty and of uniform application. 
The use of the qualification “of any 











“Our new man has decided to work 16 hours a day at the beginning.” 


at a naval training school after enlist- 
ment does not constitute military or 
naval service and that acting upon mil- 
itary projects, without enlistment, is not 
military service. It has been held that 
a person enters military service after 
1e has been examined, enrolled and after 
he has taken the oath of service. 

Another question which has caused 
some concern is what may be said to 
constitute war. For this reason the 
words “declared or undeclared” have 
been used in many policies. Such words 
seem particularly important in the light 
of current conditions and current meth- 
ods of making war where armies take 
over whole countries with no declaration 
of war, for the purpose, as they say, of 
protective custody. It has been held in 
two instances, however, that the factual 
existence of a state of war, whether de- 
clared or undeclared, does constitute 
war. It would seem that war continues 
despite the signing of an armistice, al- 
though this is a position the companies 
might not wish to take where war con- 
ditions have actually ceased. 

Due to the modern methods of war 
in which the attack is directed either 
ruthlessly or as an incident to impair- 
ment of military objectives against the 
civilian population, the question is in- 
evitably presented as to whether all 
policies on all lives should not exclude 
death occurring as a result of war, Mr. 
Dawson said. Such provision would 
protect the companies against possible 
widespread losses due to civilian bomb- 
ing or sabotage. The use of such a 
clause has long existed in double indem- 
nity provisions, the language in effect 
creating an exception from coverage by 
reason of death from injury suffered as 
a result of a state of war whether de- 

(CONTINUED ON PAGE 7) 
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Strong Stand on 
Raising Standards 
Taken in New York 


General Agents-Managers 
Section Urges Better Selec- 
tion and Training 


NEW YORK—Executive 
of the General Agents 
Section of the National Association of 
Life Underwriters adopted a 
worded minute recommending 
82 local managers’ 
associations 


members 
& Managers 


strongly 
that the 
and general agents’ 
make the raising of the 
standards of selection, training and per- 
formance of agents a major part of their 
activities. Involved in this, it was 
pointed out, is the “elimination of those 
not qualified to render the highest type 
of service.” 

Reference was made to certain for- 
ward steps which have been taken by 
the companies looking toward the can- 
cellation of non-productive contracts. 
The group sensed the increasing inter- 
est shown recently in the study of these 
problems and their solution. 


Pledges Full Cooperation 


The group went on record as com- 
mending these developments and 
pledged its full cooperation to the com- 
panies. Local general agents and man- 
agers associations will be asked to re- 
port back on their activities. It was 
voted that copies of the minute be sent 
to each such association and to the 
president and principal agency officer 
of every legal reserve life company. 

The executive group also decided: 

To hold a meeting of the section at 
the time of the N.A.L.U. midyear meet- 
ing, the day previous to the national 
council meeting. 

To promote a series of one-day man- 
agerial seminars for local managerial 
associations and to ask the Life Insur- 
ance Sales Research Bureau to provide 
the instruction material and members 
of its staff to conduct the seminars. 


To Have Monthly Bulletin 


To service more adequately the local 
groups with programs of activities and 
to establish a monthly reporting system, 


with a monthly bulletin to be sent out 
from N.A.L.U. headquarters to keep 
each association informed of what the 
others are doing. 

To set up a basis of awards to be 
worked out by the National association 
and the Sales Research Bureau and to 
make three awards each year for the 
best program of activities. There will 
be three classifications based either on 
size of city or size of membership. This 
would take the place of the “Manager’s 
Magazine” cup of the Bureau, which 
has been permanently won by Los 
Angeles. 


Members Attending 


Members attending included W. H. 
Andrews, Jefferson Standard, Greens- 
boro, N. C., section chairman; W. R. 
Furey, Berkshire Life, Pittsburgh; Ver- 
non Holleman, Home Life of New 
York, Washington; J. A. McNulty, Pru- 
dential, New York City; Clifford Orr, 
National Life of Vermont, Philadelphia: 
Isadore Samuels, New England Mu- 
tual, Denver; O. Lynn Smith, Connecti- 
cut Mutual, Wichita; and J. A. Wither- 
spoon, John Hancock, Nashville. Man- 
aging Director R. B. Hull of the Na- 
tional association acted as section secre- 
tary. 

Others meeting with the group in- 
cluded J. M. Holcombe, Jr., and L. W. 

(CONTINUED ON LAST PAGE) 


N. Y. Life Assigns 
Wickett to Coast 


Will Have Headquarters 
in San Francisco as Resi- 
dent Vice-president 


YORK—Because of the New 
increasingly important in- 
far west, the number of 
and the very substantial 


NEW 
York Life’s 
terests in the 
there 


agents 





FREDERICK A. WICKETT 


and growing number of policyholders, 
Vice-president F. A. Wickett will after 
Jan. 1 make his headquarters in San 
Francisco. The company feels it will 


be a distinct advantage to all concerned 
to have a resident vice-president on the 


Work of Institute 
Is Reviewed at 
Parley in New York 


NEW YORK—Announcement of two 
new member companies, reports on i940 
activities and a forum discussion of gen- 
eral institutional questions marked the 
annual meeting of the Institute of Life 


Insurance here. 

The Beneficial Life and the North 
American Life of Toronto have been 
added to the institute’s roll, which 
already comprises 99 companies. The 


(CONTINUED ON LAST PAGE) 


Coast, extending to the eastern borders 
~ New Mexico, Colorado, Wyoming 
and Montana, and the province of Al- 
berta, Canada. His advice and counsel 
will also be available to the home of- 
fice, particularly in connection with 
matters of broad agency policy. 


President Aiken’s Announcement 


In announcing the change, President 
\. L. Aiken said: 

‘The record of Vice-president Wickett 
is already well known throughout the 
field. No one in the company’s service 
has worked harder or more efficiently 
through the years than Frederick A. 
Wickett. He has brought many hun- 
dreds of agents into the service of the 
company and has developed some of 
our best agency men. He knows the 
problems of the agent in selling life 
insurance under present day conditions, 
and his sympathetic understanding and 
suidance of agents and agency men has 
undoubtedly been largely responsible 
for the splendid record made by the 
company in the far west. He has at- 
character and abil- 














coast who has experience in the home tracted men of high 

office as well as in the field. ity into the business and has built our 
Mr. Wickett will have under his im- organization on the Pacific Coast upon 

mediate direction business on the Pacific a solid and strong foundation. 

} 

| 

If there is one time when an underwriter should be in- 

| sistent it would be when there is danger of lapsation. Here 

| is one of those instances when the insured had difficulty keep- 

| 


saved the situation. 


The insured was 32 
bought the first policy, 


insurance 


forego its protection. 


That same month the 


during a heavy 


for about 20 vears. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





ing his insurance in force and the anxiety of the 


years old when, 
for $15,000. 
different business and had to borrow money, 
was added to cover the loan. 
1940 premiums came due his financial problems were so acute 
that he felt he had to lapse the larger policy. 

ber of visits from the underwriter before the 


be convinced that the insurance was too important to him to 


insured was on a friend’s yacht 


rain, went on deck, 


His widow received $4,000 from the one policy, half 
that being used to pay off the indebtedness. 


the one he had so nearly given up, is paying her $75 a month 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


underwriter 


three years ago, he 
Then he changed to a 
and $4,000 term 
But by the time the 


It took a num- 


insured could 


and was lost overboard. 


The other policy, 
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JOHN A. STEVENSON 
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Urges Greater 
Accomplishment in 
Public Relations 


Commissioner Blackall 
Addresses Life Presidents 
Association Meeting 
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Referring to the increasing stringency) 





%§ agency licensing requirements, Com- 
missioner Blackall said that the role 

the in public relations brings up 
yne of the important problems orf tnsur- 
ince supervision. In the old days, any- 
body could be a life insurance agent 1 
he had a suit of clothes and a company 
to employ him. That was in the lay 
when there were about two classes ot! 
policies written, one a life policy, the 
other an endowment policy. But the 
tremendous expansion of the nation and 
erowing complexity of economic lle 
has brought around numerous forms to 
fit specific needs of the insuring public, 
with ever increasing emphasis on the 


settlement feat and the 
adaptation of life insurance to 
beneficiary in terms 


optional ures 
scientific 
future 
of income. 


More Stringent Agency Laws 


needs of the 


minimum 
agent 
and hence 
came into 
could be appointed 
proper exam- 
and satisfying the con imlissioner 
was not against public interest 
should be licensed. Not all 
of the states adopted this principle at 
but they have more and more 
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Two Prominent Men 
in Public Life at 
Midyear Meeting 


James A. Farley and Mayor 
La Guardia of New York 
Address Commissioners 


NEW YORK—At the mid-year meet- 
ing of the National Association of In- 
surance Commissioners two prominent 
politicians made addresses. James A. 
Farley, former Postmaster General, was 
introduced at the first business session 
and Mayor La Guardia was the lunch- 
eon speaker. 

Mayor La Guardia was positive in his 
assertions. He devoted his talk largely 
to the subject of better public relations. 
Commissioner Blackall of Connecticut 
in introducing Superintendent Pink of 
New York, who presented the speakers, 
referred to the fact that the New York 
Life band had furnished the music at 
the luncheon and he thought it would 
be a good idea for other insurance com- 
panies to send bands over the country. 
Mr. Pink secured the two speakers for 
the occasion and introduced them. ; 

Mayor La Guardia said that much 1s 
being heard regarding public relations, 
but in order to be effective such work 
must be done under wholesome _— 
1e 


tions. High pressure salesmanship, 
said, will be unable to put over a cause 
that is not just. In other words, he 


said that there must be a good com- 


modity. Every kind of a thing, he said, 
cannot be put over. He referred to the 
very successful publicity given Ivory 


declaring that here was a product 
worth while. Other soap manufacturers 
spent just as much money, but were not 
able to reach the heights as did Procter 
& Gamble. It showed, he said, that 
there must be substance and something 
worth while on which to base a public 
relations program. 


soap, 


Growth of Insurance 


He called 
the insurance 
remarkable size. 


attention to the fact that 
business has grown to 
First it was regarded 
as a luxury that could only be pur- 
chased by those with larger incomes. 
Life insurance, he added, is on a sound 
actuarial basis. The business has taken 
on a greater responsibility. Economic 
security in his opinion is one of the 
great movements of the day and insur- 


ance plays a prominent part in it. The 
states started to work out some plan 
to provide for old age pensions. Now 


the federal government has adopted a 
measure along that line. He declared it 
would take several years to perfect a 
plan. There should be greater uniform- 
ity as to the amount of benefits and 
some other provisions. 


State Sickness Insurance 


He said that a part of national social 
life is seen in sickness insurance. Poor 
people, he said, are entitled to proper 
medical care. The public has been learn- 
ing about the effects of medical atten- 
tion. The people see that mortality has 
been decreased and suffering has been 
greatly reduced. Some take the ground 
that for government to provide medical 
care for those unable to pay for it is 
encroaching on private industry. He 
denied this and called attention to the 
effort on the part of state and national 
governments to provide better housing 
conditions and eliminate unsanitary and 
unsafe dwellings. It is cruel, he added, 
to force people to live under conditions 
that are inimical to health and safety. 
They breed both disease and crime. 

(CONTINUED ON PAGE 


27) 


New Deal's Attitude on 
Insurance Is Appraised 


Last week THE NATIONAL UNDERWRITER 
carried a dispatch from a correspondent 
who feels that the chances are that the 
federal administration will now seek to 
bring about an era of good feeling between 
government and industry and that this will 
mean that the government will not attempt 
to gain control of insurance supervision. 
This week are presented the observations of 
another correspondent who has different 
apprehensions. 

NEW YORK—Efforts to avoid bit- 
terness are expected to mark the new 
deal’s forthcoming attempt to establish 
federal supervision over life insurance. 
This pacific attitude might even go so 
far as to cause the government control 
advocates to hold off the more ambitious 
features of their proposals, including in 
the first bill only enough to give the 
government the right of supervision and 
permit the submission of the question to 
the Supreme Court if the companies felt 
inclined to contest the measure after it 
became law. The bill might seem so 
innocuous as to constitute no apparent 
cause for objecting to it, perhaps re- 
quiring only that the companies file 
certain information with a duly consti- 
tuted bureau at Washington. The 
government's authority once established, 
it would be a simple matter later to 
extend this authority. 

There are two reasons for believing 
that the new dealers will take a con- 
ciliatory attitude. First, in the interest 
of national unity President Roosevelt 
would be loath to stir up the discord that 
would certainly result if the government 
were to make open war on the life 
insurance business. A second and per- 
haps more solid reason is that politicians 
have a vast respect for the organized 
insurance ‘agents. 


Division of Opinion 


It is no secret that Senator O’Ma- 
honey, Wyoming, chairman of the 
TNEC, had a much tougher. reelection 


campaign on his hands than if so many 

agents had not seen him as the enemy of 
their business. He would have fared 
much worse if the agents had not been 
divided in their opinion, many feeling 
that far from being their enemy he and 
the TNEC were really forcing the com- 
panies to do something practical about 
the agents’ compensation question. 

If O’Mahoney had been defeated 
through the agents’ efforts in his state 
virtually every congressman and sena- 
tor would be reluctant to have any truck 
with a measure to put life insurance 
under federal regulation if agents were 
not behind it. Even as it is there is the 
greatest possible respect in congress for 
the organized might of the agency forces. 
Furthermore, any measure broad enough 
to include life insurance would almost 
of necessity hold the possibility of later 
including general insurance, even if it 
did not do so at first. Therefore, the 
many thousands of fire and casualty 
agents would have to be borne in mind, 
with the possibility that their organized 
strength would be added to that of the 
life agents. 


Leon Henderson’s Position 


In addition to the need for national 
unity, the intensity of the drive for life 
insurance regulation is likely to be af- 
fected by the fact that its principal 
advocate, Leon Henderson, Securities & 
Exchange commissioner and former 
TNEC executive secretary, is so busy 
with his key position in the national 
defense program that it is physically im- 
possible for him to devote as much of 
his time and energy to working for life 
insurance supervision as he otherwise 
would. 

Jerome Frank, SEC chairman, another 
who might act as a leader in promoting 
federal life insurance supervision, is 
understood to be more interested in his 


chances of being appointed to the federal 
bench. Supreme Court Justice W. O. 
Douglas, former SEC chairman and the 
original top-ranking new dealer to take 
up the cause of federal supervision of 
life insurance, is, of course, out of the 
picture, though his ideas go marching 
on. 


Theory of Savings 


The new deal’s reason for wanting 
supervision of life insurance by the fed- 
eral government is basically that it 
considers $28,000,000,000 of assets too 
much to be under the control of a rela- 
tively few men, unless there is a more 
powerful regulatory authority than is 
represented by the state insurance de- 
partments. While a few instances of 
alleged venality were brought out at the 
hearings, there is really no question 
about the moral side. The new dealers 
do not feel there is sufficient assurance 
that these billions of dollars will be 
administered in a manner that is fully 
desirable from a social point of view— 
that is, the new deal’s social point of 
view. 

It must be remembered that the new 
deal theory holds saving, beyond a rather 
low minimum point, to be socially un- 
desirable, on the ground that it interferes 
with commerce and industrial activity. 
According to new deal theories the $28,- 
000,000,000 of life insurance assets 
represents a serious violation of the non- 
saving principle. The conflict ahead 
actually comes down to whether the new 
deal theory is correct and whether indi- 
vidual saving on the basis contemplated 
by life insurance is wrong. 





Fraizer New Neb. 
Insurance Director 


C. C. Fraizer, attorney and banker of 
Aurora, has now been appointed Ne- 
braska insurance director. ‘The appoint- 
ment was forecast in last week’s edition. 
Mr. Fraizer was president of the Ne- 
braska Willkie-for-President clubs in 
the recent campaign. The appointment 
is effective Jan. 9. He will succeed 
Charles Smrha, a Democrat, who has 
been in the position since 1936. 

Mr. Fraizer is a native of Indiana. He 
attended high school at Muncie, Ind., 
and received his law degree from 
George Washington University in 1914. 
He went to Nebraska to practice after 
the war. He is a former state com- 
mander of the American Legion and 
was a delegate to the Republican con- 
vention at Philadelphia. 


POSSIBILITIES IN MICHIGAN 
LANSING, MICH—Although Gov- 


ernor-elect Van Wagoner has given no 
indication as to appointments, there is 
much speculation among insurance men 
as to a new commissioner. It is con- 
ceded that Commissioner Emery will be 
replaced. 

C. E. Gauss, Marshall, former com- 
missioner, is most frequently mentioned 
as the probable appointee. Other pos- 
sibilities include John Panchuk, assistant 
attorney-general and legal adviser to the 
department for the past four years, and 
John Gilmore of Detroit, former man- 
ager of the state accident fund. J. W. 
Mundus, Ann Arbor agent, who had 
been mentioned as a possibility, is said 
to have declared that he would refuse 
the post if it were offered. 


HOLLAND MENTIONED IN MO. 


JEFFERSON CITY, MO.—The 
completion of the official canvass, which 
showed that F. C. Donnell, Republican, 
defeated Lawrence McDaniel, Democrat, 
by 3,613 votes for governor of Mis- 
souri, has started some discussion on 
insurance superintendent. It is believed 


14 Companies Buy 7 
$140,000,000 A. T. &T. 
Bonds; Record Deal 


Yield 2.8°; Participants’ 
Shares Range From One 
to 50 Millions 


NEW YORK-—lIn the largest private 
placement to date a group of 14 life 
companies has bought the American 
Telephone and Telegraph Company’s 
entire new issue of $140,000,000 30-year 
234 percent debentures at 9814, a basis 
which yields 2.8 percent. The Pruden- 
tial’s share, $50,000,000, was the largest. 
Other companies according to the 
A.T.&T., were New York Life, $30,- 
000,000; Travelers, $10,000,000; Mutual 
Benefit Life, $8,000,000; Penn Mutual, 
$7,500,000; Sun Life of Canada, $7,500,- 
000; Aetna Life, $5,000,000; New Eng- 
land Mutual, $5,000,000; Massachusetts 
Mutual, $4,000,000; Provident Mutual, 
$4,000,000; Connecticut Mutual, $3,000,- 
000; Union Central, $3,000,000; Con- 
necticut General, $2,000,000; and Phoe- 
nix Mutual, $1,000,000. 

If reports are accurate, the money is 
to be used only for construction and 
expansion. A.T.&T. will presumably 
refund some $95,000,000 of high-inter- 
est debentures which become callable 
late next year. It has declined to in- 
dicate whether it will again make use 
of the private placement method or sell 
its securities in the open market. 


Bankers Greatly Annoyed 


Investment bankers are _ naturally 
much irked at the telephone company’s 
dispensing with their services by going 
direct to the lenders. Some have pre- 
dicted that the phone company would 
lose substantially in good will by this 
course. Others have termed the deal 
a poor one for A.T.&T, saying that 
funds could have been obtained at a 
lower rate through a regular public of- 
fering. 

While the 2.8 percent effective rate is 
less than the reserve requirements of 
any company the difference is more 
than taken care of by savings in mor- 
tality and expense loading and the in- 
vestment offered an opportunity of get- 
ting out large amounts of money which 
might otherwise bring no more than the 
meager yield available on government 
bonds. It is estimated that the A.T.&T. 
placement brings the total of private 
deals to about $4,000,000,000 since the 
method was developed as a result of 
the restriction of the 1933 securities act. 





Ohio National Is Liable 


Ohio National Life has been held li- 
able by the United States circuit court 
of appeals for $139,800 as stockholder of 
the defunct Roseland State Savings 
Bank of Chicago. 

Ohio National inherited this bank 
stock when it reinsured American Old 
Line Life of Illinois. The lower court 
held that Ohio National was not liable. 








that Superintendent Lucas, a Democrat, 
would not consider reappointment and 
it appears certain he will leave office not 
later than July 11, when his term ex- 
pires. Apparently the best qualified 
man for the job who has been men- 
tioned is J. F. Holland, formerly chief 
deputy, who now has a lucrative private 
law practice in St. Louis. He made an 
excellent record in the department, 15 
widely known throughout the state, and 
is a former newspaper reporter as well 
as an attorney. 
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What happens to the family when the picture 1S changed 


Suppose this young father takes a New 
York Life Family Income Policy for $10,000 
(face amount), with a “‘20-year period’’. 


lik She might be able to get a job some- 
1KE where, perhaps. But she hasn't done any 
° 9 work outside of the home for a long 
this é In event of his death during the ‘20-year 
period’’, the mother receives $100 a month for 
+ the remainder of the period, that is, until the 
time when Tommy and Jane would be 25 and 22 
years old and the mother about 50. At that 
time, the mother would receive $10,000 in addi- 
tion, which would be a ‘‘nest egg”’ for her later 
vears. If the father dies after the *‘20-year 
period’’, the amount payable is $10,000. 


time. And taking care of Jane and Tommy 
is a full-time job in itself. Most people 
would agree that nothing is more impor- 
tant for young children than to have their 
Even a picture assumes an entirely dif- mother’s time and loving care. 

ferent aspect when you take away one of 
the principal figures. ..when, in this 
case, the father is no longer there. 








Later on, when Tommy is 18, could he 
go to college . . . or would he give up the 
idea and try to find work somewhere so 

Suppose that these are real people. _as to help his mother? 

Tommy is five years old, and Jane, cw. Of course this father owns some life 
Mother and father are each about thirty. insurance, and it would undoubtedly be 

Suppose that the father is ‘‘taken out of real help to the family in their diffi- 
of the picture’’. His earning power, of cult situation. But does he have enough 
course, would stop...and the mother to provide for them until the children 
would face a real problem, trying to make are grown and able to stand alone in 
ends meet. the world? 


NEW YORK LIFE 


COMPANY 


If the father lives to an age when he wants to 
retire, he could use the cash surrender value of 
the policy to obtain a life income for himself. 
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| The premium rate for this policy is not much 

| higher than for Ordinary Life during the **20- 

) year period’’. . . and after the 20th year it is 
exactly the same as the Ordinary Life rate. 

| For further information about this unusually 

| attractive policy, mail the coupon today. 
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CLIP—FILL IN—MAIL TODAY 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York City 


Without obligation on my part, please send me your booklet, “Peace 
of Mind,” describing New York Life Family Income Policies. 


children. My youngesr child years old. 


I have 
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iatend Ranstit 
Elite Assemble 


Top 25, Known as Associ- 
ates Group, Hold Sessions 
in East 


Mutual Benefit’s National Asso- 
top 25 men of the 1939 
Leaders Club, held its second meeting 
of the year. The first day sessions were 
held in NewYork City and the group met 
with company officers the next day at 
the home office. Especially invited 
guests were those who had paid for at 
least $300,000 of new business during 
the first 10 months. 

The programs were arranged and con- 
ducted by the executive committee: Ed- 
ward J. Dore of Detroit, president; A. 
Robert Groenke of Cincinnati, vice- 
president; John D. Hibbard, Grand 
Rapids, Mich., and William E. Wright, 
Toledo, O. They were assisted by Miss 
Mildred TenBrook of Detroit, and Miss 
Mildred F. Stone of the new home 
office. 


The 
ciates group, 


Bonus and Pension Trusts 


At the first session the topic of bonus 
and pension trusts was covered by Mr. 
Groenke and John E,. Clayton of New- 
ark, both of whom are million dollar 
producers and specialists in that field. 
Guest speaker was Wallace N. Watson, 
Boston, who discussed the expanding 
market for business insurance, pointing 
out the necessity for the insurance 
buyer to coordinate his three estates: 
his general property estate, his life in- 
surance estate and his business estate. 

The dinner was attended by members 
and their wives, the New York City gen. 


eral agents, H. G. Kenagy, superintend- 
ent of agencies; Dr. Walter A. Reiter, 
medical director; Dr. Joseph F. Whin- 
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ery, assistant medical director; A. J. 
Kirkland, assistant secretary, and Miss 
Stone 

The Saturday session was conducted 
as an open forum with questions di- 
rected at Vice-president E. E. Rhodes, 
by John S. Thompson, vice-president 
and mathematician; E. O. Stanley, 
counsel, and Mr. Kirkland, who jointly 
discussed problems of ownership and 
transfer of rights in life insurance con- 
tracts. Mr. Kenagy pointed out that 
during the first 10 months the associ- 
ates’ group had paid for $12,972,000 of 
new business. 

Members of the current National As- 
sociates group are: Michael Alperin, 
Boston; B. W. Arnold III, Charlotte, 
N. C.; B. A. Baldwin, Detroit; Rm. FF. 
Bierbaum, Chicago; Joseph Blumenthal, 
Boston; John E. Clayton, Newark; Paul 
W. Cook, Chicago; Edward J. Dore, 
Detroit; A. Robert Groenke, Cincinnati; 
Joseph H. Guthrie, Detroit; J. Murray 


Hastings, Syracuse; Max Hemmen- 
dinger, Newark; John D. Hibbard, 
Grand Rapids; Charles E. Hodgman, 


Wallace H. King, Cincinnati; 
Jr., Pittsburgh; A. H. 


Detroit; 
R. S. Koehler, 


Kollenberg, Grand Rapids; W. T. Larsen, 


Newark; Fred A. McMaster, Cincinnati: 
Max M. Matusoff, Cleveland; Louis C. 
Roth, Buffalo; Arthur C. Stern, Boston; 
Samuel W. Sturm, Cincinnati; Donald 
H. Waterhouse, Boston; Sidney Weil, 
Cincinnati; William E. Wright, Cincin- 
nati. 





McCarroll Heads Committee 


John H. McCarroll, advertising man- 
ager of Bankers Life of Iowa, has been 
appointed chairman of the Life Adver- 
tisers Association’s committee on stand- 
ards of practice. Every member of the 
committee is a past president of the as- 
sociation, they being: Cryus T. Steven, 
Phoenix Mutual; Charles C. Fleming, 


Life of Virginia; D. Bobb Slattery, Na- 
tional Life of Vermont; Nelson A. 
White, Provident Mutual - Life. 








Havighurst, 


Insurance Tonshews 
Program Given 


University Specialists Will 
Gather in Chicago Dec. 27 
—Many Topics Slated 


With the exception of a dinner speaker 
the program for the annual meeting of 
the American Association of University 
Teachers of Insurance Dec. 27 at the 
Hotel Stevens, Chicago, is virtually com- 
plete. 

The morning session will be panel 
discussion of the general or survey 
course in insurance. Dr. J. Anderson 
Fitzgerald, dean of the school of busi- 
ness administration, University of Texas, 
will be eg aR Others on the panel 
will be Prof. E. A. Gaumitz, University 
of Wiscousin” Prof. Joseph Pilleon, 
Miami University, and Prof. Howard 
Berolzheimer, Northwestern University. 
A general discussion will follow. 


Topics for Business Meeting 


Following the luncheon there will be 
a business meeting. The following topics 
wil be among those dealt with: 

1. How the S. S. Huebner Founda- 
tion for life insurance education may be 
used to strengthen college and univer- 
sity instruction in insurance, 

2. Committee report on a plan which 
has been proposed to the Life Agency 
Officers Association for special training 
on a professional career basis of college 
graduates majoring in insurance. 

3. Possibility of the American Asso- 
ciation of University Teachers of Insur- 
ance taking the initiative in fostering 
professional standards of education in 
fire and casualty underwriting. 

The afternoon session will have Prof. 
G. W. Goble, college of law, University 
of Illinois, as chairman. Prof. H. C. 
Northwestern University 


law school, will read a paper on “State 
versus Federal Supervi ision of Insur- 
ance.” Rollin M. Clark, vice- -president 
Continental Casualty and former first 
deputy New York insurance department, 
will lead the discussion. 

“Protection of American Policyholders 
under the Defense Program” will be the 





subject at the dinner meeting. The 

speaker will be announced shortly. 

Davis Reviews Draft Problems 
Hubert Davis, Union Central, New 


York City, spoke on selling the draft- 
conscious prospect at the first of eight 
sales clinics conducted by the New 
York City Life Underwriters Associa- 
tion. Mr. Davis, a native of England, 
cited the undiminished production of 
English companies now issuing ‘“‘com- 
plete war clause” policies to emphasize 
his point that agents in this country are 
disproportionately excited about the war 
and said the best mental attitude toward 
selling the draft-conscious prospect is to 
sell aggressively and _ constructively, 
rather than defensively and competi- 
tively. 

Harper Dowell, New England Mu- 
tual, will address the next clinic Dec. 
18 on “Social Security Facts.” 


Miss. Annuity Tax Ruling 


JACKSON, MISS.—The Mississippi 
supreme court has again upheld the state 
tax on annuity premiums. 

Sustaining in part and overruling in 
part a suggestion of error filed by the 
Mutual Life of New York, the high 
court ruled, however, that the companies 
are not liable for payment of interest on 
such taxes between the time they are 
due and the time collected. The court 
in its original decision held the company 
liable for the taxes and for interest at 
6 percent. 








Just the thing to convince hard boiled 
prospects—*24 Men in 24 Years.” Order 
8 booklets for $1 from National Under- 
writer. 











[OLY & STEADY FLOW OF 
LEADS HELPS JOHN 
LINCOLN SELL JJ 


THIS LOOKS LIKE A FINE LEAD 
FROM OUR AGENT IN LOS ANGELES 
— T'LL CALL TODAY 






















































FROM ANNUAL STATEMENTS 


ON YOUR REPORT TO THE COMPANY 
YOU EXPRESSED INTEREST IN THE 
MORTGAGE REDEMPTION PLAN. 
















| FROM THE PROSPECT EXCHANGE BUREAU 





MR. POLICYHOLDER, YOU INQUIRED 
ABOUT OUR $150 A MONTH PLAN 7 












YES, I SENTINA 
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WITH MY PREMIUM 
NOTICE / 
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7 WMMM- ALL THESE TEACHERS WANT 
LINCOLN MATERIAL AND INSURANCE 
INFORMATION —THEY'RE GOOD LEADS/ 














INFORMATION // 


WHEN YOU ANSWERED OUR 
NATIONAL ADVERTISEMENT, 
YOU ASKED FOR MORE 
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COMPANY 
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/ THE LINCOLN NATIONAL SENDS MORE THAN 
1000 LEADS A MONTH To THE FIELD. 
A REAL HELP// 
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Gathering Takes on 
Added Significance 


(CONTINUED FROM PAGE 1) 


the National Association of Insurance 
Commissioners met here earlier this 
week forecast a large attendance. 

V. P. Whitsitt, manager and general 
counsel of the Life Presidents’ associa- 
tion, usually gets the annual sessions 
under way with a brief introduction of 
the chairman. However, he was not 
sufficiently recovered from a recent ill- 
ness to be on hand and Actuary B. E. 
Shepherd introduced Mr. Lincoln. 


Educator Denies U. S. Decadence 


Is America decadent because we use 
our educational institutions for the pur- 
pose of building up a spirit of free in- 
quiry and an active process of discovery 
rather than as an institution for national 
propaganda and a means of bending sci- 
ence, philosophy, religion and logic to 
conform to the requirements of some 
particular ideology or national objective, 
Dr. S. N. Stevens, president Grinnell 
College, Grinnell, Ia., asked in a talk 
on the role of American education in 
the democratic process. He said Amer- 
ica has made more social progress 
towards the realization of the ideals as 
stated in the Declaration of Independ- 
ence than has occurred in any other na- 
tion in the world. It has extended the 
length of life, progressively controlled 
the great plagues that decimate pop- 
ulations, gone through changes in po- 
litical control without civil war, faced 
depressions and social chaos without 
revolution and progressively evolved 
new systems of opportunity and adapted 
the citizens to international change with- 
out seriously weakening the internal in- 
tegrity of the governmental system. 

“The greatest evidence that the world 
has ever seen of the power of a free 
mind to cope with the exigencies of a 
hostile environment has been demon- 
strated again and again in this country.” 


Not the American Way 


Education can be used successfully tu 
chain the mind, imprison the emotions 
and subjugate the will, but the tradition 
in American education has been to lib- 
erate the mind rather than chain it, to 
discipline yet release the emotions 
rather than imprison them, and to direct 
and motivate rather than to dominate 
the will. 

“It will be a sad day for America 
when rugged individualists are no more, 
when men and women no longer feel a 
responsibility for their own lives and 
actions, when social responsibility is 
passed to the state and forgotten by 
the men and women who compose 
society.” 


Iowa Deputy to American 
Mutual Life: Larsen Joins 
United Benefit Life 


DES MOINES—A series of changes 
in the Iowa department resulted from 
the resignation of Clair C. Kirkpatrick, 
first deputy and actuary in charge of the 
life department, to become actuary of 
American Mutual Life of Des Moines. 

Mr. Kirkpatrick will succeed Arthur 
Larsen, actuary and secretary of the 
American Mutual, who will become 
actuary of United Benefit Life of Omaha. 

Ralph Knudson, second deputy and 
head of the securities division, will be 
named first deputy and B. Russell 
Thomas, an examiner will take Mr. 
Kirkpatrick’s place as actuary in charge 
of the life department and will hold the 
title of second deputy. 7 
_ Mr. Fischer and Mr. Kirkpatrick are 
in New York attending the commission- 
ers convention. 

Mr. Kirkpatrick has been with the 
Iowa department 15% years, starting as 
an examiner. He was appointed first 
deputy in February, 1939. For many 
years he was chief examiner of the life 
department. 


In filling Mr. Larsen’s position as 

actuary with the American Mutual, the 
office of secretary will be left vacant and 
the directors are expected to fill the posi- 
tion some time this month. 
_ Mr. Knudson joined the department 
in 1939. He formerly was first deputy 
of the securities department when Mr. 
Fischer headed that department before 
it was consolidated with the insurance 
department, 

Mr. Thomas, a graduate of the Uni- 
versity of Iowa and a native of Corning, 
Ia. has been with the department as 
examiner for five years. At one time 
he was with Central Life of Iowa. 

Mr. Larsen was associated with 
American Mutual Life seven years. He 
was formerly actuary of Volunteer State 
Life. Prior to that he was actuary of 
the Indiana department when Secretary 
Miles Scheaffer of United Benefit Life 
was deputy commissioner. 


War Clause Factors Are 
Analyzed by L. W. Dawson 


(CONTINUED FROM PAGE 2) 





clared or undeclared. The use of such 
provisions generally is a matter for ex- 
ecutive judgment and Mr. Dawson be- 
lieves that the time will come when such 
an exclusion will be universally adopted. 
However, there is surprisingly little au- 
thority on this question in the field of 
life or accident insurance. 

One of the most difficult problems 
which may arise in connection with war 
clauses is the problem of proof, Mr. 
Dawson pointed out. Wartime opera- 
tions are not conducive to investigation 
and disclosure of the facts surround- 
ing death. The burden of proof would 
become of paramount importance in liti- 
gation dealing with the subject, and this 


in turn would depend upon the nature 
of the war clause. 

“My fervent hope is that the insurance 
companies, supported by the state insur- 
ance commissioners, will face this prob- 
lem courageously and wisely, free from 
emotionalism and the competitive sales 
pressure which inevitably surrounds 
such a question,” Mr. Dawson con- 
cluded. 


“Non-Can” Hearing Again Held Up 

LOS ANGELES—Col. W. H. Neb- 
lett’s opposition to the plan of rehabili- 
tation of the Pacific Mutual Life again 
held up the case relative to amounts to 
be allowed “non-can” policyholders of 
the old company and caused another 
postponement to Dec. 13. He had at- 
tacked Judge Vickers’ qualifications to 
try the case on the ground that the 
judge’s sister owned stock in the old 
company. 

















‘and here’s a greeting for you 
from Hooper-Holmes”’ 
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War Complications 
in Canada Worked 
Out Satisfactorily 


Godsoe Relates Numer- 
ous Obstacles Which 
Had to Be Overcome 

NEW 
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Sanadian life companies face and 
result of the war 
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control 
operating in a 
manner so that business has been able 
to carry on in a normal way but with 
slight disturbance, Mr. Godsoe reported. 
The board made it clear from the start 
that the normal conduct of all life com- 
panies was paramount. Under this regu- 
lation, any life company authorized to 
do business in Canada and also author- 
ized to do business in any country or 
countries Outside Canada, is authorized 
to conduct its business in accordance 
with its normal procedure. Under this 
regulation problems have been few and 
such as have arisen have been simple 
of solution, Mr. Godsoe said. 


foreign exchange 


Enemy Provision Interesting 


A number of interesting angles have 
arisen with respect to the “no trading 
with the enemy” provision, under which 
the companies are not to carry on any 
trade with enemies who are defined as 
persons residing in enemy territory or 
areas occupied by the enemy, interned 
persons and persons declared to be 
enemies. In general, the test of an 
“enemy” for trading purposes is not so 
much one of nationality, but rather a 
territorial one. Canada is made up of 
a sizable European population with 
some of these people returning to their 
home lands each year, after having be- 
come insured with Canadian companies 
during their residence there. Some of 
the larger companies carry on a world- 
wide business and have written many 
policies on the lives of people who are 
now regarded as enemies. Accordingly 
with the new regulations, the life com- 
panies found themselves faced with a 
host of problems by reason of their 
having upon their records more than 
a few insured who came under the 
heading of enemies, a list which has 
grown steadily as the war has pro- 
gressed. 


Authorities Are Reasonable 


However, the authorities 
very reasonable and very sensible about 
the situation and the difficulties have 
been ironed out. It was made clear that 
the secretary of state, who as custodian 
of enemy property, was concerned only 
with the Canadian business of compa- 
nies operating in Canada and generally 
not concerned with business originating 
in neutral countries which might be 
subject to the courts of those countries. 
It was decided that no payments were 
to be made to the custodian until they 
became due and payable to the enemy. 

It was decided that annuity and other 
disability payments due to enemies 
other than internees, were to be retained 
by the companies, with interest allowed 
at the same rate as applied to delayed 
claim payments. In connection with 
such payments, the custodian recog- 
nized that, in many cases, payment was 
contingent upon the existence or con- 
tinued disability of the payee and as 
there were no means of ascertaining 
these facts, it was satisfactory if the 

(CONTINUED ON PAGE 17) 
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Pension Trust Case 
of About $20,000,000 


Mutual Life Man in 
Chicago Closes Plan to 
Cover 12,000 Employes 


A volume of about $1,000,000 of busi- 
ness to be put in force immediately and 
an eventual total of $20,000,000 to $22,- 
000,000 of ordinary life insurance, in- 
cluding some annuities, is involved in 
the huge pension 
trust case that 
was closed this 
Ww mag by. J 2: 
Harvey, ‘“million- 
aire’ of the Hei- 
fetz agency of the 
Mutual Life of 
New York in Chi- 
cago, and J. A. 
Mudd, Jr., one of 
the most promi- 
nent brokers in 
the middle west, 
on the Walgreen 
Company, chain 
drug pri oper- T. 
ating countrywide. 

The plan constitutes a memorial to 
the late C. R. Walgreen, who died in 
December, 1939, owning approximately 
$1,200,000 of life insurance, of which 
$466,631 was payable to the corporation 
and the remainder was personal. 





D. Harvey 


Details of Arrangement 


Under the pension trust plan, the pro- 
ceeds of the business insurance go into 
a fund with which is being purchased 
single premium paid up endowment in- 
surance upon some 3,700 older employes 
who will receive face amounts varying 
under a formula which takes into ac- 
count their years of service. The re- 
mainder of the approximately 12,000 
employes, together with the W algreen 
Company, will contribute to an employes 
retirement and pension plan which will 
be based on the purchase of limited 
payment endowment policies, annuities, 
and some Walgreen stock. 

The normal retirement age is 60, but 
employes will not be required to retire 
at that age. Employes to be eligible for 
the plan must be over 27 years of age 
and have been continuously for at least 
three years in the Walgreen service. 
Eligibles will contribute 3 percent of 
their annual wages in the group up to 

$3,000 annually and 6 percent in the 
group over that figure. The lower in- 
come brackets will have a_ preferred 
position, however, under the pension 
trust plan. 


Contributory Method Used 


Under the life insurance plan, 120 
days time is granted in which the em- 
ploy es can make their decisions and sign 
up. The Walgreen Company will match 
employes’ contributions to the pension 
ona sliding scale according to the cor- 
poration’s earnings. At the close of 
each fiscal year ended Sept. 30, the 
company will contribute for each $1 con- 
tributed by employes an amount deter- 
mined by a fixed scale in relation to 
earnings of the business for the year, $1 
for each $1 contributed by employes if 
net earnings amount to $1.80 per share 
of stock, and proportionately less or 
more as the stock earnings vary, but in 
no event less than 25 cents for each $1 
contributed by the employe, nor more 
than 300 percent. 

Each employe will have a separate 
pension account set up under the plan, 
to be constituted out of his prorata share 
of initial payments to the fund of about 
$500,000, his own contributions, his share 
of the company’s contributions and his 
prorata share of any part of the surplus 
as defined in the agreement which the 
trustees appropriate for that purpose. 
This surplus will be the excess of assets 
in the trust over its potential obliga- 
tions. 

The trustees are permitted to appro- 


Insurance Program 
to Be Expanded 
by U. S. Chamber 


WASHINGTON—Plans for expand- 
ing the services of the U. S. Chamber of 
Commerce in the insurance field are an- 
nounced by President James S. Kemper, 
president Lumbermen’s Mutual Cas- 
ualty. Plans for activity along insurance 
and loss lines have been worked out by 
Mr. Kemper and Esmond Ewing, vice- 
president Travelers Fire, chairman of 
the chamber’s insurance department 
committee. 

T. F. Cunneen, manager chamber’s in- 
surance department, has been advanced 
to executive assistant for insurance in 
the chamber. A. H. von Thaden, assis- 
tant manager, will succeed Mr. Cunneen 
as manager. 

In his new duties, Mr. Cunneen will 
have even closer relations than formerly 
with the insurance industries. He will 
promote the cooperative effort with lo- 
cal chambers of commerce and trade 
and industrial associations in the work 
of their committees on accident preven- 
tion and safety, fire prevention and 
health conservation. 


Formerly New York Deputy 


Mr. Cunneen has been manager of the 
insurance department since 1928. Prior 
to that he was New York deputy super- 
intendent of insurance. He is a member 
of the New York bar. 

Mr. von Thaden has been on the 
chamber’s staff since 1926. Prior to that 
he was statistician for the Commercial 
Casualty and before that assistant stat- 
istician for the Fidelity & Casualty. 








priate up to $25 a year per employe out 
of surplus for hospitalization and med- 
ical expense. 

If an employe should retire before age 
50, his total would be discounted 3 per- 
cent for each year prior to that age, but 
not so as to reduce the amount below 
the total of his own contributions. 
Women employes who marry and give 
up their jobs within one year of mar- 
riage can withdraw their credit in full 
with no deductions. If they continue to 
work for more than three years after 
their marriage they must carry througa 
the plan. 

It is estimated that about 3,700 em- 
ployes are eligible now and that within 
eight years, about 8,000 will come under 
the plan, and the remainder after that 
time. Eventually it will include all the 
employes. 

Mr. Harvey has worked on the plan 
for almost a year and cooperated with 
Walgreen attorneys in preparing the 
trust agreement, that work done requir- 
ing five weeks of day and night work. 

The Walgreen attorneys were Kirk- 
land, Fleming, Green, Martin & Ellis, 
Chicago. 

He is a life member of the Million 
Dollar Round Table. He was president 
last year and is again this year of the 
Mutual Life Field Club. Mr. Harvey 
went with the Heifetz agency in 1937, 
previously having been associated with 
Clay Hamlin, general agent Mutual 
Benefit in Buffalo, N. Y 


Coast “Benefit” Faker Jailed 

SANDPOINT, IDA.—William Tess- 
man has been fined $200 and given six 
months in jail for issuing benefit insur- 
ance contracts without incorporation. 
The hearing disclosed that Tessman was 
secretary, president, treasurer and agent, 
and that he had policies printed at a 
local shop, copied from a sample policy. 
He had sold about 70 policies, mostly 
to old people, for $5, except where they 
wanted health and accident. Then the 
same policy was used but he collected 
$10. 

William Macfarlane, vice-president 
and actuary, has been receiving con- 
gratulations on his 30th anniversary 
with the New York Life. 





Company Medical 
Men Are Active in 
Preparedness Move 


Dr. Cragin Stresses Prob- 
lem of Examiners in War- 
time; Gives Mortality Study 


Medical preparations in the national 
preparedness program will have a con- 
siderable influence on life insurance 


practices, Dr. D. B. Cragin, medical 


director Aetna Life, and president As- 
sociation of Life Insurance Medical 
Directors, told the Life Presidents As- 


sociation meeting in New York in a talk 
on medical preparedness. One of the 
most significant effects is the loss of 
many life insurance medical examiners 
who have entered the service. This has 
been particularly felt in Canada. Com- 
pany medical directors are combing the 
field of qualified physicians who are be- 
yond the military service age. 


Civilian Health Important 


_ The health of the civilian population 
is as essential to national defense as that 
of the soldier. Dr. Cragin said the coun- 
try is in a much better position to handle 
the present problem than at the be- 
ginning of the war, due largely to the 
interest in the building of a public health 
service and the leadership of wise phy- 
sicians, who through efforts of the 
American Medical Association and gov- 
ernmental agencies have sought a closer 
relationship between the public health 
and private medical services. He said 
this connection is of parameunt impor- 
tance, has gone far ahead of any pre- 
vious effort, and produced the best or- 
ganization the United States or any 
other nation ever has had. 

More than 30 committees for the pur- 
pose of advising the army, navy and 
other governmental agencies on medical 
problems have been formed by the lead- 
ing medical authorities as a part of the 
National Research Council. 

He described the work which already 
has been initiated by the committee on 
medical preparedness of the American 
Medical Association. 


Annual Mortality Review 


Insurance mortality this year failed 
by a margin of 12.1 per 100,000 or 1.6 
percent to maintain the record low of 
last year, Dr. Cragin reported in the 
annual review of mortality, trends and 
other problems. Extended through the 
whole population, he said, the increase 
over 1939 would be about 32,000, of 
which, however, about 9,000 would be 
accounted for by the population increase. 

Favorable trends were found in 11 
diseases: Tuberculosis, influenza, pneu- 
monia, puerperal state, measles, scarlet 
fever, whooping cough, diphtheria, men- 
ingitis, diarrhea and homicide, in all 
representing a total saving of 12 lives 
per 100,000 policyholders this year. 
Unfavorable trends were found in 10 dis- 
eases: Cancer, cerebral hemorrhage, or- 
ganic diseases of the heart, Bright’s dis- 
ease, diabetes, respiratory diseases not 
specified, typhoid fever, suicide, automo- 
bile accidents and external causes not 
specified, these causes being responsible 
for 20.4 deaths per 100,000 more than 
last year. Deaths from all other causes 
increased by 3.7 per 100,000, Dr. Cragin 
reported. 

The greatest absolute reduction was 
made in pneumonia deaths, due largely 
to use of the new drugs sulfapyridine 
and sulfathiazol, with 35 deaths per 100,- 
000 insured lives this year compared 
with 42.1 last year, when there was a 
reduction of 6.9 deaths per 100,000 from 
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the 1938 figure. In 1937 a reduction of 
17.4 was reported, thus pneumonia has 
been steadily improving. He noted the 
high mark of 80 or more per 100,000 in 
the period 1920-1929 and even exceeding 
100 in 1920. 

This year the influenza rate dropped 
from 8.7 per 100,000 in 1939 to 6.1; 
death rate from measles decreased 33% 
percent; whooping cough 22.2 percent; 
diphtheria 42.9 percent; scarlet fever 40 
percent; meningitis 16.8 percent; diar- 
rhea and enteritis 18.5 percent. The 
tuberculosis death rate reached a new 
low of 36.6 per 100,000 compared with 
37.1 last vear, continuing an uninter- 
rupted decline that has been progressing 
for 14 years. 

Typhoid fever also has made con- 
tinued progress over a long period with 
decline in rate from 6.2 in 1920 to less 
than 1 per 100,000 this year. 


Heavy Toll of Heart Disease 


Organic diseases of the heart were re- 
sponsible for 24 percent of all deaths 
among policyholders this year, or 178 
per 100,000 lives, increase 5.3 lives over 
last year; cancer 100.2 per 100,000, in- 
crease 3.7 lives; cerebral hemorrhage 
61.1, increase 3.1 lives per 100,000; 
3right’s disease 46.6, increase 3.2 lives, 
the first time in six years this disease 
has shown an increased mortality rate 
among insured lives. Diabetes has shown 
comparatively very little variation in 
death rate since 1935, having been 22 
per 100,000 this year. 

Dr. Cragin reported automobile acci- 
dent fatalities represented 19.6 lives per 
100,000 policyholders this year, a marked 
improvement over the 24.3 in 1934, but 
higher than the trend in the last two 
years. It was estimated auto deaths for 
1940 will be at least 35,000, an increase 
of about 2,400 in the year. 

The homicide rate decreased 3.2 per- 
cent, being 3 per 100,000 in 1940, the 
fourth successive year of improvement. 
The suicide rate rose from 13.9 to 14.5 
per 100,000, increase 4.3 percent, but 
compared favorably with the high point 
of 21.3 in 1932. Other external causes 
of death increased 4.6 percent over the 
1939 rate to a total of 31.9 per 100,000. 





Briefs from Mid-year 
Commissioners Meeting 


At the mid-year meeting of the Na- 
tional Association of Insurance Coni- 
missioners at the Hotel Pennsylvania, 
New York, Commissioner Blackall of 
Connecticut, the president, stated that 
there was a dentists convention in the 
same hotel. The commissioners were 
slow in arriving at the first session and 
he stated that perhaps they had looked 
at the chairs thinking they were for 
comfortable repose in the commission- 
ers’ convention and not realizing that 
they were dental chairs. ; 

Managing Director W. M. Dewey ctf 
Edgewater Beach Hotel in Chicago was 
present, he being one of the most pop- 
ular hotel managers with the insurance 
men throughout the country. 


New York People Give Luncheon 


At the head table at the luncheon 
Monday which was given by the insur- 
ance interests of New York there sat 
Commissioner Blackall of Connecticut; 
Commissioner Williams of Mississippi, 
chairman executive committee; Read of 
Oklahoma, secretary of the organiza- 
tion; Superintendent Pink of New York; 
C. W. Hobbs, New York City, repre- 
senting the commissioners in the Na- 
tional Council on Compensation Insur- 
ance. Al Butler of Corroon & Reynolds, 
chairman of the luncheon arrangements 
committee, who did a splendid job, and 
was given a big hand. 

Commissioner Read, association secre- 
tary and chairman of the examinations 
committee, recommended that hereafter 
in the annual convention proceedings 
there be published the list of examina- 
tions called since the last meeting, giv- 
ing the states participating. Heretofore, 
this has been sent out in pamphlet form. 


Piper's Absence 
Clouds Outlook in 
N. Y. Legislature 


NEW YORK—Absence of R. Foster 
Piper from the chairmanship of the as- 
sembly insurance committee and of the 
joint committee on insurance law revi- 
sion as a result of his election to the 
state supreme court adds considerably 
to the uncertainty of the outlook for in- 
surance legislation at the approaching 
legislative session. Because of impor- 
tant measures to come before the leg- 
islators insurance men are hopeful that 
a successor of comparable stature will 
be tound—admittedly difficult not only 
because of Mr. Piper’s tact and extreme 
patience but because of the intensive 
insurance education he received in con- 
ducting the lengthy hearings and con- 
ferences on the insurance law recodi- 
fication. 

Also contributing to the uncertainty 
is the fact that Governer Lehman ap- 
pears desirous of delegating a consider- 
able share of his decisions on legal mat- 
ters to his adviser, intimate friend, and 
former counsel, Charles Poletti, who 
gave up a $25,000 a year supreme court 


judgeship, a life job, to become lieuten- 
ant-governor at $10,000 a year out of 
loyalty to the governor. During pre- 
vious administrations, when Lieutenant- 
Governor Bray was second in command, 
Governor Lehman arrived at most of 
the decisions on pending bills by him- 
self. 


Poletti Universally Liked 


Mr. Poletti is very well liked even 
among those who disagree with some of 
his views on social reform and there is 
no doubt in anybody’s mind about his 
ability and his complete sincerity. It 
is generally believed that Mr. Poletti 
may have been responsible for the gov- 
ernor’s vetoing of certain measures at 
the last session, such as the bill intro- 
duced by Mr. Piper which would have 
clarified the creditor-exemption statute 
applying to annuities bought for the 
benefit of a beneficiary other than the 
purchaser. 

Another field where Mr. Poletti may 
be a factor is the extension of the New 
York savings bank life insurance sys- 
tem. He was one of those who strongly 
advocated its passage and there are 
likely to be efforts to get the present 
$3,000-per-life limit raised, at least to 
the statutory limit on savings accounts 
—$7,500. Savings bank life insurance 
has not been anywhere near as success- 





ful as its sponsors hoped, either in the 
amount sold by individual banks or in 
the number of banks joining the sys- 
tem and its backers feel it is time for 
a shot in the arm. 

Efforts to get a more satisfactory war 
clause than is possible under the present 
statute governing ordinary insurance 
will, it is hoped, get a more favorable 
reaction from Governor Lehman than 
last session, when he vetoed a bill which 
would have made it possible to make the 
insured’s status as a member of the 
armed forces the deciding factor in 
denying liability under a war clause. 
The present law permits war clauses to 
exclude only deaths resulting from 
military service and opens up possibili- 
ties of widepread litigation because of 
its vagueness. Also it would permit 
possibility of denying liability years 
after warfare had ceased. 





Hobler Fresno Supervisor 


The Occidental Life has promoted 
E. S. Hobler to agency supervisor in 
the Fresno., Cal., branch office. He 
attended Fresno State College and 
started life insurance immediately after 
his college work. He has been carrying 
an Occidental ratebook for four years. 
He is a director of the Central Califor- 
nia Life Underwriters Association. 
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Strait 


Jacket from Actuaries 


NEW YORK—The Guertin commit- 
iee on non-forfeiture benefits will 
meet at the Hotel Pennsylvania here 
Dec. 16, at which anyone can appear 
and give his views. 


NEW YORK—tThe special commit- 
tee of the National Association of 
Insurance Commissioners which was ap- 
pointed a year ago to study non- -forfei- 
ture benefits granted in life insurance 
policies presented 
a report to the as- 
sociation at its 
meeting this week. 
It contains tenta- 
tive proposals of 
much interest. The 
committee antici- 
pates the submit- 
ting of a final re- 
port at the meeting 
of the association 
next June. 

The committee 
has suggested a 
plan for granting 
non-forfeiture 
benefits according to a basis which will 
recognize the nature of recent mortality 
and interest experience as well as the 
incidence of expense in the conduct of 
the business, and which will tend to 
eliminate the artificial connection be- 
tween the determination of policyhold- 
ers’ equities and the calculation of the 
reserve liabilities of the companies. Ap- 
pended to the report is model legisla- 
tion required to place the committee’s 
proposals in effect in the various states. 





A. N. Guertin 


Composition of Committee 


This committee, which is an _ out- 
growth of the committee to study the 
need for a new mortality table and re- 
lated topics whose report was adopted 
by the association last year, consists of 
Alfred N. Guertin, actuary New Jersey 
department, chairman; Russell O. 
Hooker, actuary Connecticut depart- 
ment, vice-chairman; Charles Hughes, 
chief audit bureau, New York depart- 
ment; Ray R. Haffner, actuary Illinois 
department; F. Edward Huston, Ameri- 
can Life Convention; John S. Thomp- 
son, vice- -president Mutual Benefit Life, 
representing Actuarial Society of 
America and Charles A. Taylor, actuary 
Life of Virginia, representing Ameri- 
can Institute of Actuaries. 

The proposals are of fundamental im- 
portance and have been advanced in ten- 
tative form in order that they may be 
available to the public and the industry 
for discussion. The committee has in- 
vited comment by interested parties and 
it is understood that oral discussion 
may be had at one or more public hear- 
ings to be held in the near future. 


Effect of Proposals 


The effect of the proposals should be 
to encourage the use of modern tables 
of mortality and conservative interest 
rates for valuation purposes without 
prohibiting the use of existing tables for 
that purpose, the committee stated. 
With available interest returns declin- 
ing, this is a matter of extreme impor- 
tance. 

The concrete proposal advanced pro- 
vides for the calculation of non-forfei- 
ture benefits on a formula along the 
following lines: 

1. The determination of an “insur- 
ance equity” on the basis of a modified 
preliminary term formula according to 
a mortality table representative of recent 
experience approved by the commis- 
sioner and a rate of interest of not 
more than 3% percent during the 
premium paying term of the policy and 
not more than 3 percent during any 
period thereafter, the difference be- 
tween such interest rates not to exceed 
one-half percent, less a deduction which 
shall not exceed $10 per thousand dol- 


lars of insurance during the first five 
policy years decreasing by $1 for each 
successive year of duration to zero in 
the fifteenth and subsequent years. 

2. Every policy will provide for 
paid up or extended insurance to be cal- 
culated according to the mortality basis 
used in calculating the insurance equity; 
provided, that, in the case of ordinary 
paid up term insurance, a special table 
providing for rates of mortality not ex- 
ceeding 130 percent of the rates accosd- 
ing to such table may be used, and in 
connection with paid up or extended 
according to a rate of interest which 
may be lower by not more than one- 
half of 1 percent than that assumed 
for the premium paying term of the 
policy in calculating the insurance 
equity but not more than 3 percent. 

3. No provision is made for compul- 
sory cash surrender values but a mini- 
mum limit is placed on the size of such 
values, if granted. No cash value may 
be granted which is less in amount than 
a fixed percentage of the insurance 
equity or the net value, as previously 
indicated, of an insurance non-forfeiture 
benefit in force. The percentage con- 
templated is 95 percent. 


See Favorable Response 


The proposals of the committee will 
undoubtedly bring a fayorable response 
from company actuaries who have com- 
plained that they are placed in a strait- 
jacket under requirements that tie non- 
forfeiture values and minimum rates to 
the same table that is used in determin- 
ing reserves. This lack of flexibility was 
not particularly troublesome when lib- 
eral interest assumptions could be used 
and so long as old mortality tables were 
acceptable. However, the use of a mod- 
ern mortality table, it is estimated, would 
produce higher reserves over all and of 
course, a lower interest assumption pro- 
duces higher reserves. So long as non- 
forfeiture values must be based upon 
the same table, that would mean higher 
insurance equities which would theoret- 
ically require even greater liquidity and 
would have a further depressing effect 
upon interest earnings. The commit- 
tee recommendation embraces a plan for 
setting up reserves and valuing policies 
on one basis and for providing surrender 
values on the same reserve or on a 
lower reserve if desired. 

One proposed law, known as _ the 
standard policy non-foreiture law, pro- 
vides for the use of mortality tables rep- 
resenting modern or actual experience in 
establishing cash surrender values and 
other non-foreiture benefits. 


Policy Valuation Law 


Then the committee submits another 
proposed law known as the standard 
policy valuation law, providing for set- 
ting up reserves on the basis of a mod- 
ern table subject to approval by the in- 
surance commissioner or the American 
experience or American men _ ultimate 
table without special approval. 

There is a provision that the aggre- 
gate reserves on the table selected for 
valuation must not be less than the to- 
tal reserve on the basis of the mortality 
table and rates of interest used in cal- 
culating insurance non-forfeiture bene- 
fits. 

Observers say that the proposal re- 
sults in net insurance equities closely 
representing asset shares, which takes 
into account incidence of expense. 

In arriving at the non-forfeiture val- 
ues, the insurer may subtract $10 during 
each of the first five policy years from 
the reserve as calculated in conformity 
with the non-forfeiture law and the cash 
surrender values must be at least 95 per- 
cent of the net difference. 

Actuaries point out that the provisions 
indicated in paragraph No. 2 above are 
justified because the mortality is higher 
on paid up and extended term contracts 
than on premium paying policies. 


All Star Cast 
Makes Boston Unit 
Second in Land 


BOSTON—A quartet of the foremost 
figures in life insurance appeared before 
2,500 Boston life underwriters Tuesday 
evening in a membership campaign pro- 
gram sponsored by the National asso- 
ciation which for enthusiasm and attend- 
ance is believed to have surpassed any 
previous such gathering in the country. 

The all star speakers were President 
Harry T. Wright of Chicago, Vice- 
president John A. Witherspoon of Nash- 
ville, Secretary Grant Taggart of Cow- 
ley, Wyo., and Charles J. Zimmerman 
of Chicago, immediate past president of 
the National Association of Life Under- 
writers who appeared for the first time 
jointly on a single program. Paul C. 
Sanborn, National association trustee, 
presided over the gathering for which 
he was largely personally responsible. 


Preliminary Dinner 


At a preliminary dinner given the 150 
general agents and managers of Boston 
by the National association a personal 
appeal was made by the Four Aces for 
cooperation in enrolling more agents in 
the local association with the result 
that pledges were made sufficient to in- 
crease the membership of the Boston 
association by 762, insuring a_ total 
membership in Boston of 1,800, making 
the Boston association the second largest 
in the nation surpassed only by Chicago. 

Mr. Taggart assured his listeners that 
the fact the world is being destroyed 
today did not mean it was going to de- 
stroy us. We must and can take care 
of ourselves, we must go to work, steer 
a straight course through the confused 
and perplexing whirlpools of the day. 
There is no substitute for well directed 
and well planned hard work. 

Mr. Witherspoon presented varied 
human appeals to the prospect from his 
own experience. Most insurance, he 
said, was taken out because of the love 
of a man for a woman or a child. Crime 
starts when money gives out and “we 
sell money,” said the speaker, in pre- 
senting the case of life insurance as a 
crime deterrent. 


Wants Immediate Action 


President Wright declared the pres- 
tige of the business should be improved 
this year by the immediate elimination 
of the unfit agents. He said this would 
go a long way in overcoming the na- 
tional problems with which the insurers 
are faced. 

Warning life men not to overdo sta- 
tistics, Mr. Wright declared that insur- 
ance service means simply helping the 
prospect to have adequate insurance in 
force, well planned to meet his needs. 

Mr. Wright urged general agents and 
managers to pay more attention to the 
encouragement of their agents. 

Mr. Zimmerman gave a rousing ad- 
dress to close the evening. Principles 
of motivation to get action from agents 
were outlined, followed by varied meth- 
ods of closing. 

Telegrams from the presidents of a 
dozen life companies were read by 
Chairman Sanborn, each offering con- 
gratulations and good wishes for the 
unique membership project of the Na- 
tional association inaugurated in Boston. 





Humanize Selling. Earls Urges 


SOUTH BEND, IND.—“Take a tip 
from the newspapers; put human interest 
in insurance salesmanship,” W._ T. 

Earls, Cincinnati general agent Con- 
necticut Mutual Life and a million dollar 
producer, told the South Bend Under- 
writers Association. “Humanize life in- 
surance by selling it in language that 
folks can understand,” he advised. 

Relating his own experiences in selling 
life insurance, Mr. Earls said “all of us 
should approach prospects who need and 
can profit by insurance with an attitude 
of making it mentally stimulating to 
those we seek to sell.” 


Shows Insurers 
Are Not Devourers 
of Investments 


W. L. Talbot, in Life 
Presidents Address, Says 
No “Oversaving” 


NEW YORK—In addition to tracing 


life insurance investment trends, Presi- 


dent Walter L. Talbot of Fidelity Mu- 
tual Life, in addressing the Life Presi- 
dents Association annual meeting, took 
occasion to dispel the notion that life 
insurance companies have devoured 
most of the investments of the country 
and he also brought forth some figures 
showing what the effect has been in 
the aggregate upon policyholders, by 
the decline in interest yield. This paper 
on the financial and investment side of 
life insurance is an annual feature at the 
meetings of the Life Presidents Asso- 
ciation and constitutes one of the most 
important articles of life insurance lit- 
erature of the year. 

Mr. Talbot observed that although 
the life insurance funds in the aggre- 
gate are large, they do not represent 
any oOversavings by the people. 


Division of Investments . 


The question has recently been raised, 
he declared, as to how this huge reser- 
voir of life insurance funds relates it- 
self to the sum total of all investments 
and capital. He classified investments 
into those of venture capital, short term 
credits and long term investments. An 
insignificant proportion of life insurance 
funds has gone into venture capital, de- 
spite the fact that a very high degree 
of safety is possessed by some stock is- 
sues, particularly preferred and guaran- 
teed stock. 

Neither are life insurance funds 
largely represented in the field of short 
term credits. These are peculiarly with- 
in the province of commercial banking. 

Life insurance funds have mainly 
gone into long term investments com- 
prising bonds and mortgages. It is true, 
he said, that the life companies have 
for several years absorbed a large pro- 
portion of the high grade new issues 
of bonds. When there exists such a 
scarcity of new issues, that situation is 
natural. “Should it not be a source of 
pride,” he asked, “that life insurance 
management continues to regard the 
safety of its policyholders’ funds as 
paramount, that it will sacrifice invest- 
ment yield if need be but not investment 
security?” 


Other Investors Predominate 


Despite the huge volume of invest- 
ment funds placed in high grade bonds 
and securities, as of Dec. 31, 1939, about 
four-fifths of all railroad, public utility 
and industrial bonds, five-sixths of all 
mortgages and six-sevenths of all gov- 
ernment, state and municipal bonds 
were held by investors other than 
life companies. 

In adhering to high standards with 
respect to the quality of the securities 
held, the companies have had to accept 
lower and lower returns. ‘lhe yield 
factor is important because for fulfill- 
ment of the contract a conservative in- 
terest rate is assumed in the calculation 
of the premium and if not maintained 
through interest earnings, is made good 
from other sources such as mortality 
savings, etc. and because investment 
earnings affect the cost at which insur- 
ance can be made available to the 
public. , 

Investment earnings, after deduction 
of investment expenses, have dropped 
from a rate of 5.03 of mean ledger as- 
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sets in 1930 to 3.54 in 1939. That meant 
that insurance protection was more 
costly. During the nine years 1931- 
1939, the net investment income of all 
United States legal reserve companies 
was more than $2,000,000,000 less than it 
would have been had the rate of in- 
vestment return remained at the 1930 
level. In 1939 alone, the net investment 
income was about $400,000,000 less than 
it would have been at the 1930 rate. If 
$2,000,000,000 additional investment 
earnings had been realized during the 
nine year period and could have been 
added to dividends to policyholders, the 
total dividends would have been about 
36,266,000,000. The amount actually dis- 
tributed, however, was about two-thirds 
of that. If in 1939 dividends could have 
been increased by $400,000,000, they 
would have totaled $857,000,000. The 
actual distribution was only 53 percent 
of that amount. 


In Terms of New Protection 


If the $400,000,000 had been saved to 
policyholders and a like amount used to 
buy new insurance, the assured could 
have purchased an additional $14,700,- 
000,000 of new coverage. The amount 
actually paid as initial premiums last 
year was $303,000,000 and this provided 
311,124,000,000 of new coverage. 

Mr. Talbot then went on to analyze 
the investment trend. Total assets of 49 
companies representing 92 percent of 
total assets were estimated at $28,250,- 
000,000 as of the end of 1940. The total 
holdings in government and corporate 
bonds including a small amount of cor- 
porate stocks, aggregate $16,722,000,000 
or 59.2 percent of admitted assets. This 
contrasts with a percentage of 30.6 10 
vears ago. Government securities rep- 
resented only 7.7 percent and corporate 
securities 29.9. Government securities 
are now 28.1 and corporate securities 
2 ee 

Federal bonds in 1930 represented 
only 1.8 percent of assets and now rep- 
resent 19.8. The amount of federal se- 
curities held by the 49 companies at 
the end of 1940 will amount to about 
$5,595,000,000. That is an all time high 
but the 1940 increase was only about 
$532,000,000 as contrasted with  in- 
creases of about $1,000,000,000 during 
two or three of the past years. 


Municipal Volume Tripled 


State, county and municipal bonds 
have tripled in volume since the end 
of 1930 when they represented 3.4 per- 
cent of assets and now stand at $1,768,- 
000,000, comprising 6.3 percent of as- 
sets. Canadian government bonds 
amount to $581,000,000 and represent 2 
percent of assets. In 20 years they have 
never represented more than 2.5 per- 
cent of assets nor less than 2 percent. 

Total corporate securities have main- 

tained a rather stable ratio to total as- 
sets over the past 10 years but there has 
been a marked change in distribution as 
between railroad, public utilities and in- 
dustrial securities. The latter two have 
continued their long range upward 
growth. Public utility securities have in- 
creased 142 percent in volume since 
1930 and now amount to $4,055,000,000 
or 14.4 percent of assets. Industrial se- 
curities have tripled their volume 
amounting now to $1,696,000,000 and 
the ratio to assets is 6. Railroad hold- 
ings have dropped from 17.1 percent of 
assets 10 years ago to 10.7 percent to- 
day. However, the volume of railroad 
securities has remained rather constant. 
It is now $3,021,000,000. All three types 
increased in amounts this year—enlarg- 
ing the total corporate security holdings 
by $487,000,000. 
: Mortgage loans are less than half as 
important in the portfolios as they were 
10 years ago. They dropped from 40.5 
percent of assets to 18.9. The volume is 
now $5,343,000,000. During the past 
four years, however, there has been an 
upturn in such loans and their present 
volume represents an increase of 14 per- 
cent over the amount held at the end 
of 1936. 

‘Of the present mortgage loan total, 
only about one-seventh represents mort- 
gages on farms which now total $801,- 


Omaha General Agent 
Is Called to Colors 


Walter I. Black, general agent of John 
Hancock Mutual Life, has been re- 
quested to report for duty Dec. 23 as a 
captain in the Nebraska National Guard 
for a year of duty at Camp Joseph T. 
Robinson, Little Rock. 

Mr. Black is a graduate of the Ne- 
braska University law school. From 
1928 to 1934 he was high school athletic 
secretary in Nebraska, entering life, in- 
surance upon his resignation. 

His first 2% years with John Hancock 
he paid for more than $250,000 each 
year. He was then appointed state 
supervisor. His position of general agent 
followed almost immediately. Mr. Black 
has served as secretary and president of 
the Nebraska Life Underwriters Asso- 
ciation. 

He takes a year’s leave of absence at 
a time when the agency shows excellent 
results, the 1940 paid-for production 
doubling that of 1939. 

Corwin L. Hulbert, the leading pro- 
ducer the past three years, will carry on 
as supervisor in Mr. Black’s place. 








000,000 or 2.8 percent of assets. The 
mortgages on non-farm properties 
amount to $4,542,000,000, or 16.1 per- 
cent. The ratio of farm mortgages to 
total assets is the lowest of any year 
shown and the ratio of non-farm prop- 
erty mortgages is lower than any other 
year except 1920. Both classes of 
mortgages however, showed increases in 
outstanding amounts this year. There 
was an increase of $10,000,000 in farm 
mortgages, the first increase since 1927. 
The increase in non-farm mortgages 
was $212,000,000. 

The present policy loan total is $2,- 
767,000,000, representing 9.8 percent of 
assets. Prior to the depression period 
a policy loan ratio ranging from 12 to 
14 percent was regarded as normal. / 
a result of the depression demands, the 
ratio rose to nearly 18 percent of assets 
in 1932 and 1933. “The decline to the 
present level,” he declared, “indicates 
the policyholder habits may be chang- 
ing with respect to the use of this sort 
of credit.” In part, at least, the lower 
level of policy loans may reflect im- 
proved economic conditions but some 
of it is related to the readiness of banks 
to make loans on the gilt-edge security 
of life insurance cash values at slightly 
lower interest rates than would be 
justified for life companies. The bank, 
he said, can time its loan, raise its rate 
with the market and it can skim the 
cream by avoiding the vast miscellany 
of small loans, which load the insurer’s 
cost of loan administration. The life 
companies cannot take only the large 
loans and leave to other lenders the 
small ones that are expensive to handle. 

Real estate holdings today amount to 
$1,881,000,000 or 6.7 percent of assets 
compared with 2.4 percent 10 years ago. 
Such holdings reached a peak of 8 per- 
cent of assets at the end of 1937. Dur- 
ing the past three years, there have been 
decreases which have not been large, 
however. Cash holdings amount to 
$910,000,000 or 3.2 percent of assets as 
compared with .7 percent of assets at 
the end of 1930. 

Mr. Talbot estimated that the total 
assets of all legal reserve com- 
panies will reach a figure of $30,775,- 
000,000 at the end of this year. 

“In terms of human values,” he said, 
“this vast sum stands out as probably 
the greatest single hope of the Ameri- 
can people. In all the world there is 
nothing to match it. It is a credit to 
the 65,000,000 earnest, thrifty, self-re- 
liant Americans whose savings it repre- 
sents and who rest their security upon 
it. It is a monument to the American 
agency system, and an eloquent answer 
to those who dwell much upon the 
minor faults of that system. It is a 
challenge to the highest intelligence and 
integrity of the men who manage it. 
Through all the darkness of the past 
decade, bright lights of life insurance 
performance stand out as an augury.” 














How Much Am 9 Bid? 


Ask any one of the fathers on your 
list of prospects to value his son or daugh- 
ter and the answer will read like a state- 


ment of the gold deposits at Fort Knox. 


Then ask him how these objects of 
his affection would be provided for if they 
should become fatherless before they are 


self-supporting. 


Explain how life insurance could 


meet the emergency. 
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Wright Implores 


Presidents to Weigh 
Agents’ Demands 


Sees Threat of Outsiders 
Compelling Changes and 
Getting Credit 


NEW YORK—A cogent appeal to 
the chief company executives to become 
more sensitive to the attitude of the 
agents and avoid longer postponing ac- 
tion on the demands that are being made 
by the field forces for improved work- 
ing conditions was contained in the 
address of Harry T. Wright, president 
of the National Association of Life Un- 
derwriters, in his appearance before the 
annual meeting of the Life Presidents 
Association. Mr. Wright urged the pres- 
idents to realize that there is a situation 
that needs attention and something must 
done about it now. 

“It would be a most serious mistake,” 

he declared, “when a problem is pre- 
sented by your field forces in an honest 
and most friendly way, to disregard or 
postpone meeting those problems when 
in so doing it may give other groups, 
who may not have the best interests of 
the life insurance business at heart, an 
opportunity to take credit for doing 
something that the companies had in- 
tended doing, but just hadn’t gotten 

iround to completing.” 


Beets Demands 


Mr. Wright suggested what the com- 
panies should do. For one thing, they 
should take into their counsel, the repre- 
sentative personal producer. They should 
cancel the large number of contracts of 
unproductive, unfit part time agents who 
are impairing the prestige of the repre- 
sentative producer. The chief execu- 
tives should insist that the various de- 
partment heads every day take the same 
syinpathetic view of agency problems 
hat the president publicly indicates will 
be done. “Unfortunately,” Mr. Wright 
declared, “department heads often make 
rules that may solve a bookkeeping tran- 
saction but creates a serious problem 
for the man in the field.” 

An increasing number of 
should get behind the agency 
agreement. 

“While the field forces realize that 
the pension and social security problem 
is an intricate one,” he declared, “we 
are hopeful that in view of the compre- 
hensive study recently made of this sub- 
ject, it will enable the companies to 
present in the near future a retirement 

jan for their agency forces.” 

Mr. Wright said that the presidents 
should give serious consideration to the 
adoption of that part of the report on 
agents’ compensation which deals with 
an adjustment of commissions. 


Satisies Common Justice 


“This in my opinion fills a long felt 
want. It takes away part of the com- 
mission from the man who passes out 
of the picture and who probably doesn't 
deserve it and gives to the representative 
agent who is a permanent fixture and a 
credit to the business the service com 
mission that he deserves.” 

Mr. Wright asserted that the agent is 
confronted with an unjustified degree of 
sales resistance, which he contended, i 
largely due to the men under contract 
who do little business and who are a 
discredit to the institution. A sincere 
effort to correct this situation immedi- 
ately would get an amazing reaction 
from the agents who are doing about 85 
of the business, he said It 
would have the same effect on the pub- 
lic. The good agents today, he said, are 

(CONTINUED ON LAST PAGE) 
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“Monk I Rebeca 
Life Counsel Head 


Valuable Legal Papers 
Featured—Spring Session 
at White Sulphur 


OFFICERS ELECTED 


President—Wesley E, Monk, gen- 
eral counsel, Massachusetts Mutual 
Life. 


Vice-president—R. E. Henley, vice- 
president and general counsel Life of 
Virginia. 


Secretary - treasurer — Harry Cole 


Bates, general counsel Metropolitan 
Life. 

Assistant Secretary—Mildred E. Dri- 
nan. 


Executive Committee—J. A. Ewing, 
legal adviser Sun Life of Canada; 
Berkeley Cox, associate counsel Aetna 
Life; W. Calvin Wells, general coun- 
sel Lamar Life; P. M. Henry, gen- 
eral counsel Equitable Life of Iowa; 
Robert Dechert, counsel Penn Mutual 
Life. 


NEW YORK—With Wesley E. 
Monk, general counsel Massachusetts 
Mutual Life, presiding and more than 
100 in attendance, the annual meeting 
of the Association of Life Insurance 
Counsel was held here this week. 

Reporting as chairman of the execu- 
tive committee, Phineas M. Henry, vice- 
president and general counsel Equitable 
Life of Iowa, recommended the election 
to membership of William R. Shands, 
counsel Life of Virginia; W. L. Wilkin- 
son, attorney Connecticut General Life; 
H. S. Haggard, attorney Phoenix Mu- 
tual Life. They were unanimously 
elected. 

Secretary-Treasurer Harry Cole Bates, 


general counsel Metropolitan Life, re- 
ported a substantial cash balance on 
hand. 


The secretary was instructed to send 
telegrams of best wishes to these mem- 
bers who were unable to be present 
because of illness: R. E. Henley, associa- 
tion vice-president and general counsel 
Life of Virginia; L. H. Cooke, general 
counsel New York Life, and V. P. 
Whitsitt, manager and general counsel 
Life Presidents Association. President 
Monk appointed Sam T. Swansen, gen- 
eral counsel Northwestern Mutual Life, 
chairman of the nominating committee. 


Liability on Declinations 


G. E. Coxworth, assistant general 
counsel Ohio National Life, spoke on 
“Liability Incident to Declinations.” He 
said that in the majority of declined 
cases the mere notification of the declin- 
ation suffices, but in other cases a re- 
quest is made by the agent who wrote 
the business or the applicant demands 
that he be given the reasons for the 
declination. The usual answer is to de- 

cline to give any reason for the rejec- 
tion, or to state that such declination is 
because of the confidential information 
or that the risk does not come up to 
the company’s standards. He pointed 
out that the right to refuse to enter into 
a contract is an absolute right where it 
exists and does not give the one refused 
a claim in damages. 

Mr. Coxworth concluded that, while 
the liberal interpretation by the courts 
of the principles of the law of privileges 
as it may be applied to the use of inspec- 
tion reports in underwriting of risks 
leads counsel to hope for a favorable 
outcome of any action for damages for 
defamation resulting from their use, such 
result can be expected only if the prac- 
tices in the use and publication of re- 
ported information are such as to bring 
them strictly within the rules of privi- 
lege. It is very important, he said, that 
home offices avoid publication to branch 
offices, general agents or others outside 
of confidential employes in the under- 
writing department. 

J. G. Godsoe, assistant general man- 
ager Confederation Life, spoke on “Life 


Seek Rehabilitation 
of Central States 


Reinsurance May Not Be 
Necessary—Impairment 
Set at $4,514,707 


ST. LOUIS—Plans for rehabilitation 
of Central States Life on a basis that 
will protect policyholders are moving 
forward, with cooperation being ac- 
corded to Superintendent Lucas, the re- 
ceiver, by Alfred Fairbank, president, 
and other officers. 

Several out-of-state companies have 
indicated an interest, notably Occidental 
Life of Los Angeles. Some Texas in- 
terests have also expressed a desire to 
bid should it be decided to reinsure. 


Out-of-State Bids Not Favored 


But since Mr. Lucas has indicated 
that he does not look with favor on out- 
of-state bids, as most of the assets are 
represented by St. Louis real estate and 
he feels that they require close local 
supervision, it seems certain that if re- 
insurance is resorted to it shall be 
through a Missouri company. Mr. 
Lucas discussed reinsurance with offi- 
cials of Kansas City Life some weeks 
ago, but it is understood the Kansas 
City interests felt rehabilitation could 
best be effected without the necessity 
for reinsurance. At any rate it will not 
submit a bid. 

The new examination reduced the 
gross assets of $18,483,896 to admitted 
assets of only $12,351,365, while total 
liabilities, excluding capital of $400,000 
were estimated at $16,866,073, a net im- 
pairment of $4,514,707. 

President Fairbank may be asked to 
head the company if it is decided to re- 
organize it as a mutual. 


Officials Are Retained 


Mr. Lucas has kept on the payrolls 
Vice-president J. DeWitt Mills, G. P. 
Henderson, secretary-treasurer, and R. 
W. Burd, counsel. President Fairbank, 
while not retained _on the payroll, is 
still on the job. The same is true of 
Executive Vice-president Fred  D. 
Strudell. 

Salaries of the executives have been 
reduced during the period of receiver- 
ship. The medical examiner and seven 
clerical employes have been dropped 
while the salaries of four others were 
reduced. In all some $30,000 a year in 
expenses were lopped off. 


Continue RFC Payments 

Circuit Judge Ward has authorized 
Lucas to continue the $10,000 a month 
payments on the $775,000 RFC loan, 
which is secured by collateral with a 
value in excess of $4,000,000. While 
death and disability benefits, policy 
loans and cash surrenders have been 
suspended temporarily, policyholders 
are required to keep up their payments. 
New premium payments are being 
placed in a special fund and credited 
to the reserve of the policies for the 
future benefit of the policyholder, re- 
gardless of the final plan. 

Frank X. Jones, St. Louis real estate 

(CONTINUED ON LAST PAGE) 


Insurance in ‘Connie and the War.” At 
the conclusion of his address Mr. Ged 
soe was elected to membership in the 
association by unanimous vote. 

At Wednesday’s session H. C. Spen- 
cer, chairman insurance section Amer- 
ican Bar Association, brought the greet- 
ings of his organization. 

A. B. Scott, general counsel Atlantic 
Life, told of an interesting disappear- 
ance case. 

L. W. Dawson, vice-president and 
general counsel Mutual Life of New 
York, was the final speaker, on “War 
Clauses.” 

On recommendation of the executive 
committee the annual dues were reduced 
from $35 to $30. The spring meeting 
will be held at White Sulphur Springs. 


Institute Surveys 
Annual Statement 
Possibilities 

Medium for Spreading 


Good Will and Apprecia- 
tion of Services Rendered 


Annual reports by companies more 


and more are coming to be regarded by 
the home offices as an advantageous 
medium for telling the story of life 
insurance in action to the steadily broad- 
ening audience, H. J. Johnson, presi- 
dent Institute of Life Insurance, 
declared inasurvey, “Developing Policy- 
holder Interest in the Annual Report,” 
sent out this week in the form of a 40- 
page booklet. The study contains 
analysis of reports, material and infor- 
mation supplied by 167 companies of 
the United States and Canada, covering 
1939 operations. There is an analysis 
of annual statements advertising of 112 
companies which reported they had 
advertised their figures. 


Benefits of Advertising 


“Publication of these statements in 
advertising has at least three advan- 
tages from the public relations stand- 
point,” the brochure states. “It dem- 
onstrates on the part of companies a 
recognition of their obligation to the 
public. It meets the current demand 
for frank disclosure of information 
about the business. It provides a me- 
dium for conveying the basic institu- 
tional story of life insurance.” 

More than 65 percent of the annual 
statement reports used illustrations of 
one form or another with increasing 
emphasis on human interest both in 
presentation of benefit payments and in 
the type of picture used. The number 
of companies which presented income 
and disbursement figures in addition to 
the balance sheet increased and the 
revenue form of statement, as _ con- 
trasted to the traditional or ledger state- 
ment, gained favor. 

There was a definite trend toward 
simplification of the balance sheet with 
efforts towards clarification by differen- 
tiating policy reserves from the usual 
conception of reserves for unpredictable 
contingencies and other liabilities, and 
making it clear they are set aside for 
the protection of policyholders. 


Vitally Affects Policyholders 


The booklet emphasizes that the an- 
nual statement extends beyond the im- 
mediate facts of the business itself to 
the factor in the economic or general 
situation which affects the interest of 
policyholders or influences their lives. 

“It is in the story of the year’s op- 
erations that management has _ the 
chance to indicate how it is discharging 
its obligation as trustee for the security 
of the policyholders. In the develop- 
ment of this story the manager can give 
policyholders a better understanding of 
how life insurance works. It can 
properly take policyholders into its con- 
fidence as to the problems of the busi- 
ness.” 

The annual report is probably estab- 
lishing a basis for conservation of the 
benefits for which people buy life insur- 
ance, by pointing out the growth of the 
income end of settlements, the study 
continues, since the value of life insur- 
ance in terms of family protection is 
best measured by the income which it 


will provide rather than by the face 
value of the policy. 
“The discussion of interest rates 


might well be broadened to point out 
that low interest rates penalize thrift 
(CONTINUED ON PAGE 30) 
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Inflation and TNEC 
Fears Discounted 


Foskett Says Policyholders 
Need Not Fear for Safety 
of Insurance 


DES MOINES—Inflation and _ the 
Temporary National Economic Com- 
mittee’s study of life insurance were 
discussed before the Des Moines Asso- 
ciation of Life Underwriters by Horace 
Foskett, assistant vice-president Equi- 
table Life of Des Moines. 

Mr. Foskett declared that policyhold- 
ers need not have the slightest fear that 
any type of inflation or deflation will in 
any manner affect the safety of his life 
insurance policy or the company which 
issued it. “Runaway inflation such as 
experienced in Germany following the 
first world war cannot happen in this 
country,” he stated. 

“On the basis of the record, no pol- 
icyholder need have any concern about 
the TNEC investigation or any fear that 
it will be successfully used to promote 
federal control of the life insurance 
companies,” Mr. Foskett declared, ex- 
pressing the belief that the insurance 
press has overemphasized the impor- 
tance of the investigation. 


Have Faith In Companies 


“Our policyholders have greater faith 
in the companies than they have in any 
new deal agency,” Mr. Foskett said. 
“Proof of this is the reaction of our 
policyholders to the intimation of the 
possibility of federal control. Such in- 
quiries from policyholders are not in- 
spired by fear that anything is wrong 
in the companies, but rather by a fear 
that through federal supervision the 
government will get control of their life 
insurance company. It is your duty and 
my duty to disabuse them of this, and it 
can easily be done if we just keep things 
in proper perspective and keep in mind 
the politics of the situation.’ 


Congress Must Act 


Regarding the future of the investiga- 
tion, Mr. Foskett emphasized that Con- 
eressional hearings must be held before 
any action is taken and he continued: 
“Tt is in these Congressional hearings 
that the first real opportunity will be 
given to the life insurance business to 
present its side of the story. The SEC 
will then be both the judge and the 
prosecutor. The legislative branch of 
our government will be in control and 
legislators will not do anything that is 
opposed to the best interests of the ma- 
jority of their constituents. Most of 
them realize that there are limits be- 
yond which it is unwise to go in the 
concentration of power and authority 
in Washington. 

“T still have faith in the democratic 
processes as practiced by our legisla- 
tive bodies, and I have no fear that 
Congress would ever vote federal su- 
pervision of life insurance. 


Take Advantage of Criticism 


“Let us be very careful that we do 
not rest upon our record of the past, 
but take advantage of the critical study 
which the SEC has made to improve 
the life insurance business and broaden 
the service it renders the public. 

“T believe all of us will admit that 
the SEC by focusing our attention upon 
the high turnover of agents and their 
inadequate average earnings, has done 
the companies, the life underwriters, 
and our policyholders, a real service, 
and I am sure that great good will come 
from this end and other criticisms of the 
SEC, unfair as they may have been in 
their presentation. 

“Since the economic welfare of this 
country is so vitally affected by its 
political life, great responsibility rests 
upon the life underwriters. You are 
the ones who will determine what the 
public thinks of the life insurance busi- 
ness and the companies comprising it. 


We need never fear what the politicians 
may do to life insurance so long as you 
look upon yourself as the public rela- 
tions counsel not only of your own but 
of every good life company.” 

The only reason for anyone to haye 
fear of runaway inflation in this country 
is concern over the mounting federal 
debt, Mr. Foskett pointed out. “No 
one knows just the limit beyond which 
any further increase in governmental 
debt will have an unfavorable effect 
upon our economy, but this one thing 
is certain—so long as our people evi- 
dence a willingness and intention to re- 
pay the debt, however slowly, such a 
limit has not been reached. 

“The prempt reaction of our policy- 
holders to the talk of inflation during the 
recent campaign is but one of the many 
indications that in a nation such as ours 
the citizens of this country have too 
much at stake to permit any administra- 
tion, even if it is so desired, to repudi- 
ate its obligations in any manner.” 


E. J. Ziener Assistant 
Ill. Insurance Director 


E. J. Ziener, real estate man and local 
insurance agent of Rockford, Ill., who 
has been active politically, has been ap- 
pointed assistant insurance director of 
Illinois, taking the place of Roy L. Da- 
vis, who resigned to join the Association 
of Casualty & Surety Executives. Mr. 
Ziener, of course, will hold office only 
for. the remainder of Governor Stelle’s 
term, to Jan. 13. Mr. Ziener for the 
past few years has been acting as bank 
receiver and receiver for real estate prop- 
erties in his community. He represents 
American of Newark, Continental, Amer- 
ican Surety, Bankers Indemnity and Na- 
tional Casualty. He was connected with 
the insurance department as an investi- 
gator several years ago. 

Ziener was in the Illinois department 
license bureau from 1933 to 1936. 








A. L. C. Roundup in New York 


NEW YORK—tThe entire commit- 
tee of the American Life Convention met 
here Tuesday to dispose of a number of 
routine matters. There were present Ju- 
lian Price, Jefferson Standard Life; 
president; Col. C. B. Robbins, general 
counsel; L. D. Cavanaugh, Federal Life; 
C. A. Craig, National Life & Accident; 
W. C. Schuppel, Oregon Mutual Life; 
W. T. Grant, Business Men’s Assur- 
ance; J. A. McLain, Guardian Life; A. 
J. McAndless, Lincoln National. 

Some of the former presidents who 
participated in the conference were I. M. 
Hamilton, Federal Life; L. J. Dough- 
erty, Occidental Life; O. J. Arnold, 
Northwestern National Life; H. M. 
Woollen, American United Life; J. M. 
Laird, Connecticut General; H. K. 
Lindsley, Farmers & Bankers Life, and 
T. A. Phillips, Minnesota Mutual. 





State Mutual Continues Gains 
The State Mutual Life, beginning with 
February, 1940, steadily has 


chalked up gains every month for 10 
months, comparing its paid business 
month by month in 1939. The Novem- 
ber report gives the company an 11 
month gain of 21.46 percent. 

According to the Cavalier Club, the 
bulletin published monthly by State Mu- 
tual during the qualifying period for the 
1941 convention, which will be held 
June 23-25 at Virginia Beach, Va. 14 
agencies already have qualified one or 
more men for the meetings, with but lit- 
tle more than half the qualifying period 
over. Three of the 14 agencies, the J. 
B. Clark agency, Boston, the Louis 
Gross agency, Minneapolis, and the Ger- 
ald H. Young office, New York, had 
more than one man fully qualified last 
month. One agent qualified in June, 
two in July, six in August, three in 
September and five in October. Of 
these, several have qualified on more 
than one basis and several are new men. 
The qualifying period began on Feb. 29, 
and a total of 17 have now secured the 
convention trip for themselves. 

















ONLY THREE PRESIDENTS 
SINCE 1865 


Durine the 75 years of its 
existence, the Provident has 
benefited by the alert leader- 
ship of the men pictured here. 
In three-quarters of a century, 
it has had only these three 
presidents —a_ striking evi- 
dence of the stability and 
continuity which has always 


characterizedits management. 
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More Sex Appeal Urged 
for Institutional “Ads” 


By ROBERT B. MITCHELL 


NEW YORK—Sex appeal was 


strenuously urged here this week as the 


missing ingredient needed to give a de- 
sirable degree of “oomph” to the insti- 
tutional advertising of the Institute of 
Life LES. However, it may be 
some time before these suggestions are 
put into prac tice, as ay’ were advanced 
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“What’s the Matter with Sex?” 











In the “Institutional Oomph” skit, 
Holgar Johnson, the institute’s presi- 
dent, was played by General Agent A. 
J. Johannsen, Northwestern Mutual, 
Brooklyn. Ed Gr 1 of “Yours 
Truly” ame, (Kenne Anderson, 
Provident Mutual) complained to Mr. 
Johnson that while his column, his ar- 
ticles, and the Institute motion pictures 
have been good they have lacked 
yomph. 

What’s the matter with sex,” Mr. 

am demandec “Sex has beet 

d and it works! Sex is here to stay. 
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There was much brow-furrowing over 
a new slogan. None seemed satisfac- 
tory although suggestions included “Se- 
cure as Alcatraz,” and “Secure as Boss 
Hague.” Finally General Agent Jules 
Anzel of the Continental American in 
the role of one of the directors after 
an obviously intense period of concen- 
tration came forward triumphantly with 


the suggestion, “Much safer than the 
Rock of Gibraltar.” 
However, even this slogan wouldn't 


do so it was finally decided to send the 
Prudential Foreign Legion to keep the 
Rock of Gibraltar from falling into 
enemy hands. They went marching off 
singing, * ‘We ‘ll come back alive with a 
nod dified 5, we’re Prudential men.” The 
F< reign Legion, with the aid of a 
tr i sound effects barrage, won 
he day and Mr. Anzel, now in com- 
mand of the legion, proclaimed, “By vir- 
tue of my authority as chairman of the 
—- age committee of the Prudential I 
eby declare the Rock to be safe for 
all eae. Now get out on your debits, 
men. he meeting’s adjourned.” 
Incidentally, the Foreign Legion ex- 
pedition was financed out of “funds set 
aside for payment of death claims not 
vet incurred, which if we were not in 


New Jersey would be surplus.” 
President Harry T. Wright of the 
National Association of Life Under- 


was shown getting advice from 
advisers on “a big drive for 
This was a monologue bv 
Union Central. 
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Hubert Davis, 


Mr. Wright's predecessor as head of 
the N.A.L.U. General Agent C. J. Zim- 
merman of the Connecticut Mutual in 
Chicago, was also taken for a ride. John 
O’Mara, Phoenix Mutual, sang to the 
tune oF ‘If You Knew Susie,” a song 
about _Mr. Zimmerman in which he ob- 
served 


“He’s commuted from coast to coast 

All his agents think that Zimmerman’s 
a genost... . 

From Cincinnati to Philly to Frisco 
Hilly 

He got Marco Polo looking sillv.’ 
There was a reference to Mr. Zim- 


testimony before the TNE 
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Select Wichita 
for Spring Rally 


NEW YORK—Wichita was selected 
by the National Association of Life Un- 
derwriters trustees for the mid-year 
meeting, which will be held March 28- 


29. Lynn Smith, general agent for 
Connecticut Mutual Life, Wichita, ex- 
tended the invitation. Although not 
sending personal representatives the 


Florida state association and the Daven- 
port association also extended invita- 
tions. 

Trustee Paul Sanborn, general agent 
Connecticut Mutual, Boston, described 
the membership rally held the previous 
evening by the Boston association as il- 
lustrating what can be done through 
the cooperation of field leaders, general 
agents, managers, supervisors, and 
home offices, plus a worthwhile program 
of activities that will keep the new 
members on the rolls after they are in. 
The Boston meeting drew an attend- 
ance of 2,300, a record for any state, 
local or national gathering. 

Mr. Sanborn said that general agents 
and managers had pledged a minimum 
of 769 new members and that he be- 
lieved the final figure would run above 
1,000, which with the association’s pres- 
ent 1,050 membership, would place the 
Boston unit second only to Chicago. 

The Wichita invitation was presented 
by W. H. Nicholls, Jr.. Penn Mutual 
president Wichita Life Underwriters As- 
sociation; Lee Wandling, Equitable So- 
ciety, president Wichita Association of 
General Agents, and O. Lynn Smith, 
Connecticut Mutual general agent and 
wheelhorse of both the Wichita and 
Kansas associations, both of which were 


strongly behind the invitation. Last 
spring the National Association of In- 
surance Agents held one of its most 


successful mid-year meetings in Wichita 
and found the facilities quite adequate 
and they contended the same would be 
true for the life underwriters. 


“In senate niches he lost his breeches 
He was heckled by some—dandy fel- 
lows.” : 

In “The Boys from Hartford,” Gib- 
son Lewis, general agent Massachusetts 
Mutual, Paul Troth, supervisor of pub- 
licity, Home Life of New York, and 
Timothy Foley, general agent State 

(CONTINUED ON PAGE 30) 





New Toronto, Winnipeg, Managers 








P. V. BOND 
Great-West Life has promoted P. V. 
Bond to manager of the Toronto 1 
branch and J. N. Connacher to Win- 
nipeg manager. 
Mr. Bond, who succeeds C. F. Dunfee, 


recently appointed superintendent of 
eastern agencies, joined the company in 
1927 as supervisor at Winnipeg and in 
1938 was need manager there. He 
obtained his C. L. U. degree in 1935 and 


J. N. CONNACHER 


was elected president of the Winnipeg 
Life Underwriters Association in that 
year. Last year he was provincial vice 


president of the association for Mani- 
toba. 

Mr. Connacher joined Great-West Life 
at Winnipeg in 1937 where he estab- 
lished himself as a leading personal 
producer. He was appointed manager at 
Hamilton a year ago. 


Expect Release sf 
of SEC Report 
Next Week 


Much Interest in Pos- 
sibility of Legislative 
Suggestions of TNEC 


WASHINGTON—According to the 
best information the Securities & Ex- 
change Commission will release its re- 


port on the life insurance investigation 
by the TNEC some time next week. 
Wiseacres here are of the opinion that 
the report was held back a week to see 
whether the Nationai Association of In- 
surance Commissioners would take any 
action at its meeting in New York this 
week. Perhaps the meeting of the Life 
Presidents Association may have had a 
bearing on the postponement. 

At any rate, the voluminous document 
is completed and will be officially trans- 
mitted to the TNEC. The latter will 
then decide whether it desires to make 
any recommendations along legislative 
lines to congress. Perhaps the most 
critical feature centers about industrial 
insurance practices. Those who have 
had a squint at the report say that this 
is a drastic commentary. The specula- 
tion centers about the TNEC, and the 
possibilities of some legislative enact- 
ment. The members are convinced that 
nothing can be done along taxation lines 
as this is a state and local matter. 


Three Ideas Are Found 


Back in the minds of the members, es- 
pecially those representing the executive 
arm of the government, are three pro- 
posed lines of procedure that will give 
the federal government at least a foot- 
hold on life insurance. In the first place, 
some of the TNEC members believe that 
the federal government can undertake to 
supervise the accounting method of life 
companies, and perhaps set up a system 
that they feel will give the public a 
clearer insight into the internals. In the 
next place, it is thought that legislation 
may be recommended that will give the 
government the opportunity to dictate 
the manner in which annual financial 
statements shall be compiled and set 
forth. The next idea, and this seems 
to be the most far reaching, is to give 
the federal government the sole duty ot 
making company examinations. 

In this particular, it would follow the 
Canadian system. The Dominion com- 
missioner has full power to make exami- 
nations and that is his only function. 
The provincial superintendents do not 
have anything to do with this work. It 
was intimated to your correspondent 
that Gerhard Gesell, special insurance at- 
torney for the TNEC, might go to New 
York and have a conference with Com- 
missioner Blackall of Connecticut, presi- 
dent National Association of Insurance 
Commissioners, and perhaps one or two 
of the other leaders and get their reac- 
tion to these three proposals 

It is not believed the TNEC will rec- 
ommend any federal insurance code, not 
desiring to step too heavily on the toes 
of the states. As soon as the new con- 
gress convenes there is the prediction 
that some measures will be introduced, 
coming from the TNEC hopper. The 
three points already mentioned are evi- 
dently deep seated and are most likely 
to be presented. 


Nominations are now being received 
for officers of the St. Paul Managers & 
General Agents Club, to be voted on at 
the annual meeting in December. The 
club held a routime business meeting 
Nov. 29. 
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Companies Dubious 
About Proposed FHA 
System for Farms 


Mortgage Insurance 
Charge Would Raise Cost, 
No Comparable Benefit 


Though life companies are heavy pur- 
chasers of FHA-insured mortgages on 
residences and large scale housing pro- 
jects, life company farm loan officials 
are inclined to be dubious about the ex- 
tension of the FHA insurance system 
to farm loans as is being urged by a 
group of mortgage bankers in the mid- 
dle west. S. M. Waters, president of 
H. R. Waters & Sons of Minneapolis, 
is the principal spokesman for this 


group. 

Mr. Waters’ contention is that of an 
estimated $2,500,000,000 of farm mort- 
gages now held by government lending 
agencies approximately half could be 
transferred to private investors in the 
next few years if a plan similar to the 
FH» A were made available. In his opin- 
ion, “it would mean the return of priv- 
ate investors, particularly the large in- 
stitutional investors, to the field of farm 
lending, one which they have largely 
abandoned in the last two decades.” 

As for life companies’ farm lending 
taking a spurt by reason of an FHA 
system for farm loans, it is regarded as 
extremely unlikely because many com- 
panies are already making farm loans in 
large amounts and on terms which are 
low enough—anywhere from 4 to 5 per- 
cent—to enable them to compete with 
existing governmental farm lending 
agencies On approximately even terms. 

Actually, the FHA already includes a 
provision for making farm loans but it 
is so hedged with qualifications that it 
has found very limited use. Presum- 
ably, however, what Mr. Waters and his 
group want is an adaptation of the 
FHA which would be applicable to the 
farmer’s particular requirements. These 
are quite different from the city 
dweller’s. 


Insurance Boosts Cost 


The fundamental difficulty that any 
FHA system for farmers would have is 
that it adds an insurance premium, one- 
half of 1 percent of the outstanding 
balance, and certain items of overhead 
expense that are absent when the loan 
is made directly between the borrower 
and the lending institution. The farmer 
can already get money from either the 
life companies or the federal govern- 
ment for a rate of interest ranging 
slightly upward from 4 percent. 

Consequently, unless a farm FHA 
system contemplated persuading lend- 
ers to accept the lower effective rate 








General Agency Opportunity 
at St. Louis 


One of the upper bracket, New 
York Standard Companies is about 
to make a change in its old estab- 
lished agency at St. Louis. This 
agency has done well in the past. 
Large volume of good business in 
force. Substantial collection fees. 
A real opportunity for the right 
man, who must be a producer of 
proven ability, with qualifications 
for management. State full his- 
tory and insurance rec 
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that would result from imposing the 
one-half of 1 percent insurance premium 
it is difficult to see where such a 
scheme could compete with existing 
lending agencies. A very natural ques- 
tion is, Why should a life company ac- 
cept a lower interest rate on FHA-in- 
sured farm mortgage when it is entirely 
willing and able to self-insure the risk 
which the FHA would assume? 


Has Additional Handicaps 


In addition to the handicap of a one- 
half of 1 percent differential for mort- 
gage insurance, the present FHA sys- 
tem would have to be changed in sev- 
eral respects to have any chance of 
meeting the requirements of farmers. 

1. Instead of the maximum 25-year 
amortization period permitted by the 
FHA on residence loans, farm amortiza- 
tion should be at least the 33-year pe- 
riod permitted by the federal land 
banks. Since farm buildings represent 
a relatively small part of the farm’s 
value there is not the need for the 
shorter amortization period that is re- 
quired on residences. 


Owner Should Pay Own Taxes 


2. The borrower should be permitted 
to pay his own taxes and fire insurance 
premiums as they fall due instead of 
being required to pay one-twelfth of 
these payments in advance each month 
along with his interest and amortization 
payment. Since the farmer usually gets 
the bulk of his income once a year when 
he markets his principal “money crop, 3 
the requirements for monthly payments, 
which are entirely convenient for city 
dwellers, would have to be changed for 
the farmer. This applies to interest and 
— as well as to insurance and 
tax 

3. * The FHA system, in case of fore- 
closure, gives the lender government 
debentures in exchange for the mort- 
gage. However, these debentures do not 
include overdue interest and insurance 
paid by the mortgagee before instituting 
foreclosure, consequently the mort- 
gagee is penalized if he does not 
foreclose at the earliest possible date. 
There would have to be some provision 
so that the mortgagee could, without 
penalty, hold off foreclosure proceedings 
in case a farmer had a run of bad luck 
through no fault of his own. 


Jaqua Finds Promise in 1941 


CINCINNATI—A. R. Jaqua, associ- 
ate editor Diamond Life Bulletins, spoke 
at meetings of the Cincinnati Sales Ex- 
ecutive Council and the women’s division 
of the Cincinnati Life Underwriters As- 
sociation. Mr. Jaqua pointed out possi- 
bilities for increased sales because of 
greater employment and the fact that 
there would be the largest number of 
prospects between 20 and 45 vears of 
age than ever before. He said that 1941 
will be a good year for research, and the 
development of new products and new 
markets. There will be fewer salesmen 
on commission and they will be better 
supervised. Selection and training meth- 
ods will be improved. 


Few Openings for 
Lite Company Funds 
in Defense Program 


NEW YORK—Life companies will 
probably not do much direct invest- 
ing in plant expansion activities con- 
nected with the defense program. Pres- 
ent plans for financing this work call 
for the use of bank credit, these loans 
being amortized over a five-year period. 
There is a possibility that the govern- 
ment may get around to setting up a 
plan for financing plant expansion out 
of savings, which would include invest- 
ments by life companies and savings 
banks, but it would not be for any lack 
of a supply of bank credit as the latter 
is as large as may be necessary and can 
be built up to any desired proportions 
by having the banks buy government 
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bonds and issue bank notes against 
them. 

The only way that life companies 
could participate in the defense financ- 
ing would be for the government to get 
an amendment to the law permitting 
issuance of securities running longer 
than five years and bearing a higher 
interest rate. Life companies could, of 
course, compete with the banks in the 
purchase of the five-year notes, but the 
maximum interest rate on these is 1% 
percent, the Reconstruction Finance 
Corporation having guaranteed to supply 
the necessary money if it cannot be ob- 
tained elsewhere at a rate at least as 
low as 1% percent. Obviously this is 
not a high enough rate to attract life 
company investments. 


Will Help Indirectly 


Indirectly the defense program may 
be of considerable help to the life com- 
panies’ investment position. As various 
industries respond to the greater activity 
induced by the defense program, their 
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capital requirements will be reflected 
in demands for money. Railroads, for 


example, are already buying equipment, 
and equipment trusts are eagerly sought- 
after investments. 

In like manner, the defense program 
may be expected to help the position of 


some of the poorer bonds, including 
railroad bonds, which life companies 
own. This would enable companies to 


get rid of these bonds without taking 
too great a markdown on the sale. 


Effect on Municipals 


Life companies face a possible cur- 
tailment in their opportunities to buy 
municipal bonds because of the defense 
program. During the last war the gov- 
ernment went around to cities which 
were contemplating floating bond issues 
to provide improvements, such as high- 
ways or sewage systems, and got them 
to drop these developments on the plea 
that all available investment funds 
should go to financing war expenses 
through the purchase of liberty bonds. 
There are signs that the government 
will take similar steps in connection 
with the defense program. During the 
last war the government sometimes lent 
the money to cities to finance expendi- 
tures that were absolutely essential. 

Another possibility is that new munici- 
pal bond issues will be deprived of the 
tax exempt feature. This would give 
life companies an opportunity to unload 
their present tax- exempt municipals, 
from which they gain little if any bene- 
fit from the tax exempt feature, and 
take on the new securities that would 
be sold. The latter would of course 
bear a higher interest rate and would 
be more profitable for the companies 
to own, while the scarcity value of old 
tax-exempt obligations would cause them 
to bring even higher prices than at 
present from individuals in the top in- 
brackets. 


come tax 





Caminetti Wins Court Battle 

LOS ANGELES—Commissioner Ca- 
minetti won in his battle with officers 
of Chapter 9 life companies in a trial in 
superior court here when Judge Schmidt 
dismissed the motion of counsel for 
Master Life to vacate and to set aside 
the order appointing Caminetti con- 
servator of the company. The company 
refused to assume the burden of proof, 
as the court ruled should be the proce- 


dure, and Deputy Attorney-general 
Drucker moved to dismiss the com- 
pany’s petition, which was granted. This 


is the last of the companies taken over 
for which trials have been set. Four 
others remain in litigation, awaiting a 
supreme court ruling: Physicians Life. 





Ben Franklin Life, Mt. Moriah Life and 
Alliance Mutual Life. 
Protests Tax Payments 

MADISON, WIS. — The Lutheran 
Mutual Life has filed suit in Dane 
County circuit “court to recover $3,259 
which was paid under protest to the 
Wisconsin insurance department to re- 
tain its Wisconsin license. The com- 


pany, formerly the Lutheran Mutual Aid 
Society, was licensed in Wisconsin from 
1916 to 1938 as a fraternal and during 
that period was exempt from paying the 
2 percent annual premium tax The de- 
partment refused to issue a license this 
year unless the mutual paid a 2 percent 
tax on 1939 premiums paid by Wisconsin 
legal reserve level premium policyhold- 
ers and also on contributions of members 
resident in Wisconsin holding fraternal 
life certificates. The company bases its 
refund demand on the contention that 
the certificates are not subject to the tax. 





Moore Heads Cleveland Unit 


Robert T. Moore, Mutual Life of New 
York, has been elected president of the 
Supervisors Group of the Cleveland Life 
Underwriters to succeed L. A. Barker, 
Sun Life of Canada, who was transferred 


to Charleston, W. Va. L. E. Guthrie, 
Home Life, has been chosen vice-presi- 
dent to succeed Mr. Moore. A Christ- 


mas party will be held Dec. 21. 
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F madi Sets Out 


to Handle Legal End 
of Insurance Estate 


S. C. Cyzio, head of Cyzio Service, 
Chicago, an attorney and former general 
agent of National Life of U.S.A. there, 
is behind a series of experimental ad- 
vertisements appearing recently in De- 
troit and St. Louis newspapers offering 
in the name of the “Clinical Review Di- 
vision, Insurance Research Foundation,” 
29 South LaSalle street, Chicago, an in- 
surance analysis service, especially from 
the legal standpoint. The ads empha- 
sized that there may be wasted premi- 
ums, misdirected efforts, miscarriage of 
protection and future disappointments if 
the insurance is not properly arranged. 

The clinical report calls for a fee of 
$2.50 per policy, with special flat rates 
for businesses and corporations. The 
survey will report on the legal aspects 
of actual policies submitted, showing 
among other things the effects of taxa- 
tion and making recommendations as to 
wills and trusts. It will consider all 
forms of insurance protection. 

Mr. Cyzio explained that his plan 
still was in the experimental stage, al- 
though it was initiated nine months ago. 


He offers to assured a booklet entitled 
“Is This True of Your Insurance?” in 
which are pointed out some difficulties 
encountered with improperly arranged 
insurance. He also is publishing a bro- 
chure directed to attorneys and is con- 
tacting many members of the American 
Bankers Association throughout the 
country to enlist their cooperation and 
build up a list of local counsellors to 
whom he will refer inquiries from their 


communities. 

In furtherance of this plan, Mr. 
Cyzio announced, Robert R. Harrold, 
independent adjuster of Los Angeles, 
who formerly for many years was head 
of the eastern claim department of Pa- 
cific Mutual Life in Chicago and later 
for a time headed the company’s claim 
department in the home office, will go 
with Mr. Cyzio Jan. 1, as senior counsel 
to do research work. He will develop 
a standardized method of insurance legal 
analysis for use by the lawyers who be- 
come associated with the plan. 


Termed Not Opposed to Agents 


Insurance Research Foundation, Mr. 
Cyzio explained, although it has devel- 
oped some criticism of insurance as 
handled in this country, especially the 
expense item and the large amount of 
litigation, is not opposed to the Amer- 
ican agency system. Mr. Cyzio believes 
a man’s insurance estate requires the 


services of an attorney which heretofore 
it has been uneconomical for the aver- 
age man to employ. Mr. Cyzio hopes to 
perfect a “mass production” technique 
which will make it possible to provide 
adequate legal advice on the insurance 
at the fee quoted. 

After the report has been made to 
assured, Mr. Cyzio related, the service 
of the foundation terminates, but if the 
assured should voluntarily request, Mr. 
Cyzio will carry out the insurance rec- 
ommendations made in the report. He 
stipulates that there will be no personal 
solicitation and no insurance will be 
handled for the assured unless this vol- 
untary request is made. 


Others in Cyzio Office 


Located in the Cyzio office is fhe 
Walter C. Eden agency, which is shown 
in the “Underwriters Handbook of Chi- 
cago” as having a brokerage license to 
handle general insurance. There is also 
there a law firm headed by Mr. Cyzio 
which includes F. P. Rondeau, B. W. 
Gaul and C. Schuessler. 

Mr. Cyzio was the author some years 
ago of a volume, “Your Insurance,” 
which contained some startling ideas. 
He is a large personal life insurance 
producer averaging about $500,000 an- 
nually on leads secured largely by mail 
through Cyzio Service. 











One of a series — Giv- 
ing facts about the 


Fidelity. 


| 
| | | 





A PROVEN SUCCESS 


November 15 marked the twenty-fifth anniversary of 
| Fidelity’s direct mail service, known as the Book Lead Plan. 
Writing to the field at the time, President Talbot said: “A 
proven success for twenty-five years, the Service is still 
| going strong. 


“In total, Fidelity agents have written over $250,000,000 
| of life insurance as a direct result of this service. 
| talking about results actually traced to cards in file. The 
| collateral results that radiated from these contacts and 
| these sales would vastly increase this total. 
: we will never know. 


“In continuity of performance and pulling power, we 
know of nothing in all the field of direct mail advertising 
comparable with this twenty-five year record. 
| its own explanation why we have steadfastly held to the 
| . , original letter written by Vice President Frank H. Sykes 
| twenty-five years ago. Direct mail experts have marveled 
at the results we have shown. 


“A book could be written on the business romance of 
these contacts with millions of people. 
ing experiences have occurred. Outstanding among them 
was a lead that yielded an annual premium of $8,672, 
clinched on first interview. 


“We rejoice in the success the Service has brought to so 
many of our people.” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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Canadian War Complications 


(CONTINUED FROM PAGE 8) 





companies retained these payments at 
the same time furnishing the custodian 
with the details. 

In the case of participating policies it 
was agreed that dividends other than 
those payable in cash, were to be ap- 
plied by the companies in the same way 
as they were applied before the policy 
came within the custodian’s jurisdiction. 
Dividends payable in cash were to be 
applied by the companies in payment 
of premiums to keep the policy in force. 
The custodian also agreed that in gen- 
eral premiums could be accepted on 
policies on lives of enemies. In a num- 
ber of cases, for example, policies on 
the lives of enemies are being main- 
tained in force by third parties who are 
not regarded as enemies and in such 
cases premiums are received and ac- 
cepted in the normal course. 


Policies Are Maintained 


Policies on_ the lives of enemy na- 
tionals effected in neutral countries have 
been maintained in force surprisingly 
well and on may of the policies 
premium payments are being regularly 
made. 

Questions concerning enemy policies 
also arose in view of the treaty of Ver- 
sailles which granted an enemy policy- 
holder once peace had been signed, the 
right to reinstate his policy without evi- 
dence of insurability upon payment of 
back premiums and interest at 5 per- 
cent per annum. Further it was held 
under the treaty that even though the 
insured had died, the right to restore 
his contract could be exercised. Al- 
though the companies are not antici- 
pating such a provision in any future 
peace treaty, they have decided to keep 
permanent records of all lapsed polli- 
cies on lives of enemies. 


Special Clauses Interpreted 


The war also brought up the problem 
of the interpretation of the disability 
and double indemnity clauses which in 
practically all cases provide for the can- 
cellation of coverage in the event of ac- 
tive service. With respect to service 
with the Canadian active service forces 
most of the companies at the present 
time are following the practice of treat- 
ing the total disability and double in- 
demity clauses as subject to automatic 
termination upon the date of the in- 
sured’s enlistment. On the other hand, 
some of the companies, under their par- 
ticular clauses have indicated that they 
are prepared to continue coverage so 
long as the insured is engaged in serv- 
ice within Canada or Newfoundland, 
provided, however, that hostilities do 
not occur within these territories. 

So far as policyholders serving with 
non-permanent active militia or similar 
part time services are concerned, the 
wording of virtually all the clauses ap- 
pears to be broad enough to prov ide for 
the automatic termination of the bene- 
fits upon engaging in such services. 
However, in view of the part time na- 
ture of the duties involved, most of the 
companies are following the practice of 
having an informal supplementary 
agreement completed or a simple letter 
furnished to the policyholders, provid- 
ing for the continuation of the benefits 
regardless of such service, but subject as 
a rule to automatic termination upon 
the policyholder’s joining any of the 
armed units requiring continuous full 
time service. 


Reinstatements Considered 


The application of the war clause to 
reinstated policies had to be given spe- 
cial consideration, Mr. Godsoe said. The 
uniform life insurance act and~the par- 
ticular wording of an individual com- 
pany’s reinstatement clause had to be 
taken into account. After considering 
the matter thoroughly, most of the 
companies are following the practice of 
inserting the clause in all reinstate- 
ments where the policy had lapsed more 
than 30 days. In making policy 


changes the general practice is to insert 
the war clause, where a_ policyholder 
desires to change any existing policy to 
one on a cheaper plan, or to one for 
an increased amount of insurance. 

On group contracts, master policies 
are now written containing a provision 
to the effect that any life insured who 
leaves the company’s service to enter 
active service shall be deemed for the 
purposes of the contract, to have ter- 
minated his service with the company 
and not to have taken leave of absence. 
Under these circumstances the em- 
ploye’s coverage under group policy au- 
tomatically ceases upon the termination 
of employment. So far as contracts is- 
sued prior to the outbreak of war are 
concerned, in a majority of cases the 
employer can continue the insurance in 
force for employes enlisting for active 
service under leave of absence provi- 
sions. In cases where these contracts 
were outstanding the employer was con- 
tacted. Although he was given a free 
hand in making the final decision, he 
was informed of the probable effect on 
premium rates if he utilized the leave 
of absence provision for employes en- 
tering service. 

The war clause has been in effect 
in Canada for over a year and public 
has given it full approval, Mr. Godsoe 
said. Sales so far thf year have been 
exceedingly good and of the business 
sold a liberal amount is on the lives of 
soldiers and sailors or those intending 
to enlist. 


National Negro Body Plans 
for the Coming Year 


The agency officers of the National 
Negro Insurance Association met in 
Atlanta as guests of the Atlanta Life to 
discuss plans for the annual nationwide 
essay contest for junior and senior high 
school students and also to complete 
arrangements for 1941 National Negro 
Insurance Week. The essay contest 
starts Jan. 1 and will close March 31. 
The subject is “Life Insurance and Its 
Relationship to Education.” There will 
be $1,000 in cash prizes. 

National Negro Insurance Week ob- 
servance is under the direction of a com- 
mittee headed by F. A. Young, Univer- 
sal Life, chairman. A. D. Doss, 
Mammoth Life & Accident, is secretary. 
C. L. Townes, Virginia Mutual Benefit 
Life of Richmond, is publicity director. 
National Negro Insurance Week will be 
observed the week of May 5-10. 

During the Atlanta conference sub- 
jects discussed were: “Gross Arrears vs. 
Advance Pay,” G. W. Cox, North Caro- 
lina Mutual Life; “Creating Greater In- 
terest in National Negro Insurance 
Work by Classifying Companies Ac- 
cording to Size and Kind of Business 
They Write,” L. C. Blount, Great Lakes 
Mutual; “Agency Contracts,” Charles 
Greene, Atlanta Life; “Labor Unions,” 
J. G. Ish, Jr., Supreme Liberty Life. 

The membership of the National 
Negro Insurance Association includes 
41 companies and 12 local and state as- 
sociations. 


All La. Sheriffs, Deputies 
Covered in Group Contract 


NEW ORLEANS—The Aetna Life 
was the successful bidder for a group 
life contract insuring all sheriffs and 
their deputies in Louisiana, except those 
in Caddo and Orleans parishes, for 
$2,000 each. The contract runs in ex- 
cess of $1,000,000, covering some 520 
lives. The rate quoted by the Aetna 
Life was $1.60 a month per thousand. 
The insurance was taken out under the 
provisions of an act of the 1940 legis- 
lature. The insured pays $1.20 monthly 
towards the premium, with the balance 
to be paid from each sheriff’s salary ac- 
count. Several other companies submit- 
ted bids. 


H. S. Standish Is Honored 
by Sun Life on Retirement 


LOS ANGELES—H. S. Standish, 
southern California manager of the ~~ 
Life of Canada, who retires Dec. 12, t 
be succeeded by R. H. Finger, was the 
honor guest at a luncheon tendered him 
by the branch office force and home 
office executives. 

W. S. Penny, director of agencies 
from the home office, was toastmaster. 
A. C. Coughtry, newly appointed su- 
perintendent of agencies for the west- 
ern U. S., also was present. Mr. Finger, 
unfortunately, was unable to attend, be- 
ing confined to his room with an at-, 
tack of influenza. 

Mr. Penny paid high tribute to Mr. 
Standish for his achievement of start- 
ing from scratch and building up a nota- 
bly successful agency, as did Mr. 
Coughtry. W. T. Motschenbacher, San 
Francisco manager, on behalf of the 
managers and general agents through- 
out the United States, presented Mr. 
Standish a traveling bag, with a com- 
bination set to figures representing Mr. 
Standish’s birthday. 

J. A. Jackson, San Diego supervisor, 
presented him a radio on behalf of the 
southern California agency force. M. E. 
Clubine, resident secretary, Los Angeles, 
presented a hand-tooled, gold-lettered 


Our New 


memory book. Mrs. Standish and Mrs. 
Finger each received a bouquet of red 
roses. 

Mr. Standish was born in Lima, O., 
March 18, 1874. He was assistant man- 
ager of the Union Central Life in Chi- 
cago before joining the Sun Life in 1924 
as manager of the newly created south- 
ern California division. He was an of- 
ficer in both the Spanish-American and 
first world war. 


Wood to Speak in Cleveland 


J. Harry Wood, vice-president Jolin 
Hancock, will address the annual meet- 
ing of the Cleveland Life Insurance Ex- 
ecutives club Dec. 10, on “What Do Our 
Observations Disclose for the Future of 
Our Agencies?” The business session 
will be held in the afternoon, followed by 
a dinner. 

The Leaders Club Banquet, honoring 
Cleveland agency leaders for 1940, will 
be held Jan. 24. The two top leaders in 
each agency will be guests of honor. Da- 
vid M. Cowan, Sun Life of Canada, will 
be toastmaster. Principal speaker will 
be J. M. Holcombe, Jr., manager Sales 
Research Bureau. Earle W. Brailey, 
New England Mutual, is chairman of the 
committee in charge. 








Increase your sales with “24 Men in 
24 Years.” 8 copies for $1. National 
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l—Low cost protection at less taan 
term rates. 
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Big Question for Agency Forces 


Moves 
are abandoned for the time being be- 
cause of the greater urgency of national 
defense work—will call for some care- 
ful analysis and sales resistance on the 
part of life agents during the next few 
months. The chance of putting any 
measure for federal supervision through 
congress depends on getting the active 
or at least tacit support of the field 
forces. Members of congress are ex- 
tremely sensitive to the wishes of their 

constituents and it is the agents rather 
than the home office people who con- 
stitute an important segment of the or- 
ganized voters “back home.” 

Every effort will be made to court the 
It will require the utmost alert- 
moves for federal 


agent. 
ness and insight if 
supervision are to be influenced in a 
way that is to the best interest of the 
public, the insurance business and the 
field forces themselves. Already there 
is evidence that the advocates of federal 
supervision are endeavoring to drive a 
wedge of doubt and distrust between 
field and home office. It was noticeable 
at the TNEC hearings that it was al- 
ways the home office people who were 
painted as the villains, while if the agent 
did anything out of the way it was only 
because of pressure from the manager 
or home office. 


The reason much vigilance 


that so 
will be 


required < of the 
federal 


and alertness 
forces in any move for 
supervision is that the first proposals 
are likely to be so mild as to seem not 
worth resisting. Perhaps the first step 
will be only to require the companies to 
file statements annually at Washington, 
these statements being little different 
from those filed with the states but 
calling for just enough additional in- 
formation to justify their being filled 
out. Once the right of the federal gov- 
ernment to regulate insurance has been 
established it will become increasingly 
dificult and probably impossible to re- 
sist each additional encroachment. 
There has been enough experience 
with centralized control in Washington, 
under Republican as well as Democratic 
administrations, to blast any notion that 
turning a problem over to the govern- 
ment is an effective way of solving it. 
Sometimes it is the only way out of an 
otherwise impossible situation but the 
penalties in the way of red tape, delays, 
complications and general inefficiency 
These faults are not due to 
government employes being any less 
capable than those in private industry 
but are inherent in any government con- 


agency 


are heavy. 


for federal control—unless they 


guard against bureau- 
crats becoming petty dictators an elab- 
orate system of prescribed routine is 
necessary to insure that general prin- 
ciples of fairness and good sense will 
be followed. These routines grow up 
into vast systems which force govern- 
ment employes to follow endless com- 
plications or else risk their jobs by cut- 
ting through the maze of red tape. 

When there is added to this neces- 
sarily complicated setup the possibility 
of a power-hungry supervisory official 
seeking to extend the scope of his au- 
thority it can be seen why so many peo- 
ple in the insurance business are dis- 
turbed at the prospect of federal super- 
vision. 

The most disquieting feature of 
moves for federal supervision is that 
they are based not primarily on giving 
the policyholders of the country better 
and more uniform insurance laws and 
regulations but on the theory that some 
$30,000,000,000 of life insurance assets 
are possibly not being administered 
the best interests of a desirable social 
order. These billions of assets so far 
represent an accumulation of private 
moneys over which the federal govern- 
ment has no control. Undoubtedly a 
fairly plausible case could be made out 
for a type of supervision which would 
insure that these funds are invested not 
only safely but in the closest determin- 
able conformity with the national eco- 
nomic and social wellbeing. 

As a practical matter, however, it 
must be admitted that a great deal more 
is known about safe investing, as exem- 
plified in the record of life insurance 
generally, than is known about operat- 
ing a managed national economy. In 
view of the prime importance of life 
insurance assets to the policyholders 
themselves and indirectly to millions of 
other persons the probable dangers of 
trying to guide life insurance assets into 
channels theoretically determined to be 
socially or economically desirable would 
seem to outweigh any possible good, 
unless the interests of the policyhold- 
ers are to be given a subordinate place. 

What tends to confuse the issue is 
that it is easy to fall into the error of 
thinking that federal supervision would 
be merely an addition to, and in some 
cases perhaps an improvement on, the 
present system of state regulation. In 
the movement for federal supervision 
there is an element to which there is 
nothing comparable in the present sys- 
tem of state supervision. The new factor 
is the desire to regulate the flow of in- 


trol setup. To 


surance investments on a basis having 
nothing directly to do with safety and 
conservatism but on the contrary hav- 
ing the possibility of coming into con- 
flict with those two desirable attributes. 
It is as if the state of New York, for 
example, were to concern itself with 
whether life companies under its juris- 
diction invested their assets in ways 
which the state government felt would 
tend to promote the welfare of the state. 
Ordinarily there would be no conflict 


but if one should arise there might very 
well be a question as to which point 
of view would win out. 

It is for reasons like these that the 
agency forces will be called upon to do 
some pretty deep thinking on the sub- 
ject of federal supervision. If the na- 
tional emergency temporarily puts off 
such moves it will be all to the good, 
for it will permit everybody concerned 
to ponder the question of federal super- 
vision more carefully. 








PERSONAL SIDE OF THE BUSINESS 





R. C. Carson, Jr., head of the life de- 
partment of the Rockwood Company, 


Chicago, underwent an appendectomy 
and is in Passavant hospital there 
recuperating. 


E. C. Mansfield, secretary Boston Mu- 
tual Life, who has been in a Boston 
hospital for several weeks, is now at 
his home and is making a satisfactory 
recovery. 

Boyce Thomas, general agent for 
Aetna Life at Portland, Me., is receiving 
the sympathy of his friends following 
the death of his wife. For four years, 
Mr. Thomas was in the home office of 
Aetna Life and traveled over the United 
States, Mrs. Thomas with him much of 
the time. Mrs. Thomas died of pneu- 
monia after an illness of several weeks. 


Miss Mary Benton, daughter of Presi- 
dent Jay R. Benton of the Boston Mu- 
tual Life, was married to Winthrop 
Jameson of Belmont. 


Dr. Charles E. Albright, famed per- 
sonal producer for Northwestern Mutual 
Life, a perennial million dollar producer, 
has offered to give the Milwaukee county 
park commission a valuable piece of land 
on the Milwaukee river for park pur- 
poses. The Albright property is wooded 
and slopes up from the river to a height 
of about 20 feet. It is near Hubbard 
Park and Riverside Park. 


Denver C. Fields, general agent for 
Illinois Bankers Life at Champaign, III., 
and president of the Leaders Club of 
that company, was married at Mon- 
mouth, Ill, Thursday of this week to 
Miss Jean Walker, who has been em- 
ployed at the home office of Illinois 
Bankers 21%4 years. Miss Walker’s sis- 
ters, Rose and Ruth, and brother, Ray, 
are also employed by Illinois Bankers. 
Mr. Fields submitted more than 150 ap- 
plications for a total of more than $250,- 
000 in October in connection with the 
Loyalty drive and his November produc- 
tion amounts to about $250,000 also. 

R. E. Henley, vice-president and gen- 
eral counsel of the Life of Virginia, has 
been seriously ill in a Richmond hospital 
for several weeks, but his condition is 
now reported improved. He was, of 
course, unable to attend the annual 
meet of the Association of Life Insur- 
ance Counsel, of which he has been vice- 
president the past year. 

H. J. VanWolvlear, Grand Rapids 
superintendent of the Prudential, was 
honored at a dinner celebrating his 25th 
service anniversary. He started with 
the Prudential at Norway, Mich., in 
1915, later serving agencies at Superior, 
Wis.; Duluth, Minn., and Escanaba, be- 


fore going to Grand Rapids in 1926. 
He is a past president of the Grand 
Rapids Association of Life Underwrit- 
ers. H. M. Stewart of the home office 
presented Mr. VanWolvlear with a 
badge and certificate of membership in 
the Prudential Old Guard. 


Angus O. Swink, president of the At- 
lantic Agency, general agent of the At- 
lantic Life in Richmond, Va., and former 
president of that company, was married 
in New York to Mrs. Frances Hill Hart 
of Chevy Chase, Md. 

E. C. Hoy, formerly Newark and now 
Chicago manager of the Sun Life of Can- 
ada, has been elected an honorary life mem- 
ber of the Life Underwriters Associa- 
tion of Northern New Jersey, of which 
he is a past president. 


Melvin Glantz, district agent Union 
Central Life, Albion, Neb., reserve of- 
cer, has been called for active duty and 
entered service Dec. 2 at Fort Sill, 
Okla., as second lieutenant. 

Gen. C. R. Boardman, president Wis- 
consin National Life, returned to his 
desk this week after an absence of 10 
days spent in northern Wisconsin deer 
hunting. Despite his 80 years and the 
fact that he came back without a kill, 
General Boardman enjoyed the trip very 
much and is looking forward to really 
“bagging” a deer next year. 

Miss Catherine T. Whalen, secretary 
to Arthur A. Fisk, advertising manager 
Prudential, has retired after 31 years of 
service. 

C. W. Reuling, co-general agent 
Massachusetts Mutual Life, has started 
his second term as president of the 
Peoria Association of Commerce. He is 
a partner in the ee & Williamson 
agency. 

Hyman Rogal, Dien Life, was pre- 
sented a diamond-studded watch in ap- 
preciation of his activity as chairman of 
a membership campaign conducted by 
the Young Men’s and Women’s Hebrew 
Association in Pittsburgh. 


DEATHS 


W. O. Bristow, 62, long district man- 
ager of the Mutual Life of New York, 
at Franklin, Va., died there. He also 
operated a local agency. G. E. Pillow, 
a son-in-law, is manager of the agency. 
Mr. Bristow was one of the premier 
producers of the Mutual Life in Virginia, 
having qualified for the $250,000 Club 
nine times. Once he turned in six appli- 
cations for $300,000 to qualify not long 
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before the close of the year. Another 
time he wrote 41 cases for $160,000 to 
qualify. 


H. W. Jordon, 42, vice-president of 
the old Federal Reserve Life of Kansas 
City, Kan., which was reinsured by the 
Occidental Life, is dead. He was a 
special investigator for the Kansas in- 
surance department at one time. 

Mrs. Katherine M. Royer of River 
Forest, I., mother of James M. Royer, 
Chicago general agent Penn Mutual, and 
of Henry Royer, Chicago general agent 
Ohio State Life, died in her home at the 
age of 80. Funeral services were held 
there in St. Lukes church, Wednesday. 

P. J. Dunn, former South Dakota 
commissioner, died this week at Roch- 
ester, Minn., where he had gone for 


treatment. When Mr. Dunn left the 
commissioner’s office, he became con- 
nected with Western Surety of Sioux 
Falls, going to Los Angeles as field 
supervisor. His health began to break 
and he went to Rochester a few weeks 
ago for treatment. 

His daughter, who has been for some 
time in the movies, appeared in one of 
the Disney creations. 

Prior to assuming political office in 
1937, he was superintendent of agents in 
South Dakota for the Northwestern Na- 
tional Life. 

Louis H. Zacher, father of President 
L. E. Zacher of Travelers, died at his 
home in Hartford. He had been a 
lithographer and had been associated 
with Bingham & Dodd and the Na- 
tional Folding Box Co. at New Haven. 














NEWS OF THE COMPANIES 





Cal.-Western States Marks 
Year 30 with “Sell-ebration” 


California-Western States Life during 
December, its 30th anniversary month, is 
conducting a “Sell-ebration.” The cele- 
bration climaxes three decades of prog- 
ress, during which the assets have grown 
to more than $56,000,000, and insurance 
in force to $250,000,000. 

Both individual and agency recogni- 
tion will be features of the event. A 
perpetual trophy, awarded by the di- 
rectors, will go to the agency doing the 
outstanding job in December. Individual 
plaques certifying membership in the 
anniversary club will recognize perform- 
ances. A number of minor awards make 
it possible for every field man to quality 
for some sort of recognition. 

Four individual leaders during the 
month will receive a trip to the home 
office with all expenses paid. 





Acme Hospital New Setup 


ST. PAUL—Martin H. Imm, Minne- 
sota state agent of the National Auto 
Owners of Gladstone, Mich., has been 
elected president of the Acme Hospital 
& Life, which has moved its offices 
from Minneapolis to St. Paul. R. M. 
Gesell, St. Paul bank president, is vice- 
president and Gerhardt Imm, secretary- 
treasurer. The new management plans 
to revise the hospital setup to include 
surgery coverage and death benefits and 
will also push industrial and term in- 
surance more than in the past. A state- 
wide agency system will be set up. 





Omaha Luncheon for Patrick 


OM AH A—Massachusetts Mutual 
Life is to be host at a luncheon Friday 
in Omaha honoring Ned G. Patrick, 
newly appointed general agent. 

The home office will be represented 
by Arthur D. Lynn, assistant director 
of agencies. Guests will include promi- 
nent business and professional men in 
Omaha, the sales and clerical personnel 
of the agency and the general agents 
in Lincoln, Sioux City, Des Moines, 
Kansas City and Topeka. 

Mr. Patrick for the past year has been 
general agent at Wheeling, W. Va. 


WANTED 
ASSISTANT MANAGER 


for Chicago office of large Eastern (ordi- 
nary) Life Insurance Company and estab- 
lished in Chicago for many years; appli- 


cant should be under 35, preferably under 
30, with at least 2 or 3 years in the busi- 
ness with a good production record. Sal- 


ary, bonus, and commission. Address 
M-44, The National Underwriter, 175 W. 
' Jackson Blvd., Chicago, Ill. 





Frey Named Assistant 
Editor of “The Pelican” 


Charles W. Frey has been appointed 
assistant editor of the Mutual Benefit’s 
monthly magazine, “The Pelican.” He 
joined Mutual Benefit in July, 1939, as 
a member of the agency department and 
the editorial staff of “The Pelican.” He 
is a graduate of the United States Naval 
Academy. Prior to joining the Mutual 
Benefit he worked for five years with 
the Standard Oil Company of New Jer- 
sey as a lubrication engineer and a 
technical writer. He has also studied 
house magazines and trade journalism 
at New York University. 

“The Pelican” has been published 
continuously since 1902 and ranks as 
one of the oldest house magazines in 
the country. 





Fort Worth Companies Merge 


A merger to effect economies in man- 
agement and home office operations has 
joined the Educators Mutual and Cen- 
tury Life of Fort Worth, Tex., to form 





Named Supervisor for 
Commonwealth in Tenn. 














HENRY TYLER 


Commonwealth Life has appointed 
Henry Tyler supervisor for middle and 
east Tennessee with headquarters in the 
Warner building, Nashville. Mr. Tyler 
is a graduate of Vanderbilt University. 
For the past 15 years he has been one 
of the leading producers of Equitable 
Society. In recent years he has served 
as unit manager at Johnson City and 
Columbia, Tenn., and built a million- 
dollar unit with Equitable. He has been 
a member of the App-a-Week Club for 
many years. He served as president of 
the Johnson City Life Underwriters 
Association. 





BIG REASONS WHY 
U.C. AGENTS ENJOY 
A REPUTATION FOR 
REALLY EFFICIENT SERVICE! 








Through a Home Office super- 
vised course, Union Central 
agents are trained in the techni- 
calities of life insurance. 





Agents are regularly brought 
together in Company conven- 
tions for instruction. 





Talking slide films carry up-to- 
the-minute messages of instruc- 
tion to agents throughout the 
country. 





Latest developments in life in- 
surance service are thoroughly 
covered each week in the Com- 
pany’s news magazine. 


U. C. managers, trained by years 
of practical experience, give val- 
uable training to agents under 
their direction. 


U. C. pays fees and buys books 
for its agents who wish to secure 
the C. L. U. degree from The 
American College of Life Un- 
derwriters. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 


Cincinnati, Ohio 
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the Century-Educators Life, with assets 
of $481,327, capital and surplus of $307,- 
881 and insurance in force of nearly 
$10,000,000. The business of each com- 
pany will be handled separately, W. J. 
Laidlaw, president of both companies, 
announced. They have been under the 
same management, and under the new 
name the directors will be composed of 
members of both former boards. 


New Mutual Life Trustees 


Randolph Burgess has been elected a 
trustee of the Mutual Life of New York. 
He is vice-chairman of the National City 
Bank of New York and president of the 
New York Bankers Association. Leo 
Wolman, professor of economics Colum- 
bia University, was also elected a 


SALES MEETS 


Hearthstone Life Holds Parley 


INDIANAPOLIS—Round table dis- 
cussions marked the anniversary meeting 
of the Hearthstone Life here. Frank P. 
Manly, president, opened the gathering. 
Plans for selling special policies were 
discussed. Questions relating to prob- 
lems of producers were answered. At 
the luncheon a talk on salesmanship was 
given by Philip Williams, vice-president 
Gasteria, Inc., a Hearthstone Life direc- 
About 35 attended. 














tor. 





Farmers & Traders Parley 

Farmers & Traders Life, Syracuse, 
N. Y., will hold its annual meeting in 
that city January 8-10. General agents 
meet on the eighth, qualified producers 
and general agents on the ninth with a 
meeting for summary and announce- 
ments on the tenth. This will be the 
rst meeting under the new superintend- 
t of agents, Martin J. Lammers. 





Great-West Vancouver Rally 
Great-West Life representatives, 
eaded by Branch Mana F. Na- 
tion, attended an educational sales con- 
gress in Vancouver, B. C. The speakers 
were A. H. Baker, assistant general 
ger, and D. E. Kilgour, superin- 
f agencies. W. A. Johnson, 
r of the company’s “Bulletin,” and 
A. Cannon, assistant actuary, also 
attended 


Pacific National Parley Jan. 9-11 

The Pacific National Life will hold its 
annual convention Jan. 9-11, at Salt 
Lake City. In order to prepare a pro- 
gram that will be of interest and help to 
all, President Car] R. Marcusen has sent 
ut a questionnaire to poll the conven- 
ion wants of his agents. 








Plan Northwestern Mutual Parley 

With the theme “Prepare for Leader- 
ship in 1941” plans for the Northwestern 
Mutual Life’s annual eastern regional 
meeting in New York City Jan 3-4 are 
being completed. Clifford L. McMillen, 
New York general agent, is chairman of 
arrangements. Successful producers in 
the New England and Atlantic seaboard 
appear on the program, to- 
national sales leaders and 
company the latter to include 
President M. J. Cleary and Grant L. 
Hill, director of agencies. 


will 
gether with 
officials, 


area 


_ INDUSTRIAL 


Baltimore Life Dividends 

Baltimore Life announces that indus- 
trial policies in force on Jan. 20, 1941, 

issued prior to 1932, will receive a 
ash dividend equal to from three to 15 
weeks premiums, depending on the year 
f issue. These policies were not issued 
aS participating policies but were de- 
participating by action of the 
directors a few years ago 
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when the present participating indus- 
trial policies were first issued. 

This is the company’s first declaration 
of cash dividends on industrial policies. 
It has for some years been paying mor- 
tuary dividends on certain old policies, 
and such dividends will be continued 
in addition to the cash dividends. 


Honor Eckhart on 25th 


K. V. Eckhart, Fort Wayne, Ind., 
manager Western & Southern Life, was 
honored at a dinner in celebration of his 
25th service anniversary. W. J. Wil- 
liams, vice-president, and W. O. Burns, 
superintendent of agencies, represented 
the home office. 








Industrial Insurers to Richmond 


Richmond, Va., has been selected by 
the executive committee for the 32nd 
annual convention of the Industrial In- 
surers Conference, May 28-30, with the 
Hotel John Marshall as convention 
headquarters. 


J. A. BLAINEY'S NEW POST 

James A. Blainey, formerly in the in- 
surance business, who has taken up ho- 
tel promotion work, has become head of 
the promotion department of the Hotel 
Taft, Seventh avenue and 50th street, 
New York City. Mr. Blainey will en- 
deavor to make the Hotel Taft an in- 
surance hostelry. 











PLAN BIG CHRISTMAS PARTY 

The New York City Life Under- 
writers Association is giving a Christmas 
party at the Hotel Pennsylvania the 
afternoon and evening of Dec. 12, play- 
ing host to the agency office staffs. 
Master of ceremonies will be James F. 
Toomey, Connecticut Mutual. Vice- 
President Joseph C. Behan of Massa- 


chusetts Mutual will make a humorous 
talk. Some amateur entertainers will be 
featured and the association will show 
moving pictures. Wives and the girls 
from the various offices will be guests. 


SUPERVISORS FETE MANAGERS 

The New York City Life Supervisors 
Association will hold its annual dinner 
Dec. 17 at the Hotel Martinque, in 
honor of the managers and general 
agents whose offices are included in its 
membership. 





HARMELIN AGENCY WINS PLAQUE 


In October, which was celebrated by 
the field force of the Columbian National 
Life in honor of President Francis P. 
Sears, the Arnold Harmelin agency of 
New York City won the President’s 
Month plaque for producing more busi- 
ness than any other company agency. 








Boston Supervisors Hear Dorr 

At the Boston Life Supervisors Club 
November meeting, Glenn B. Dorr, Hart- 
ford general agent Northwestern Mu- 
tual Life, outlined the qualifications of 
a good supervisor. 


Cashier's Job Important: Gastil 


W. G. Gastil, general agent Cennec- 
ticut General Life, addressed the Life 
Agency Cashiers Association of Los 
Angeles on “Importance of a Cashier’s 
Work.” He said the job of a cashier 
is the most difficult job in the life in- 
surance business and the most important 
job in the agency. The cashier knows 
the policyholder better than the man- 
ager, and knows them better than the 
manager ever will know them. An im- 
portant phase of the cashier’s job is 
meeting the public, either throush let- 
ter or personal contact—contact with 
the agents, contact with the policyhold- 
er or contact with other members of 
the staff. 








ance. 
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Merry Christmas 


O the publishers and readers of The 

National Underwriter, the directors, 
officers and others associated with this 
company extend most friendly wishes for 
a Yultide fashioned to fulfill their fairest 
fancies. And let all such reflect—as they 
may with pardonable pride—that Christ- 
mas has no fonder friend than life insur- 
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Every trade has its tools. 
And they, to a large ex- 
tent, determine the pro- 
ductivity of the crafts- 
man who uses them. The 


of CWSL's 


modern, easy - to - under- 


excellence 


stand literature and ''sales 
tools" has four times been 
certified in national com- 


petition. 
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California 


Insurance Company 


HOME OFFICE SACRAMENTO 














December 6, 1940 


LIFE INSURANCE EDITION 











LIFE AGENCY CHANGES 





Rampmeier St. Paul Head 
of Ohio National Life 


H. E. Rampmeier, a Travelers agent, 
has joined Ohio National Life as gen- 
eral agent in St. Paul. He is promi- 
nent in life underwriters’ affairs, having 
been president of the St. Paul Life Un- 
derwriters, Inc. He has just been re- 
elected national committeeman for the 
St. Paul association and has been ap- 
pointed a member of the committee of 
the National association to cooperate 
with attorneys. He was one of the or- 
ganizers and first secretary of the 
Minnesota Life Underwriters Associa- 
tion. 


Walls Goes to Los Angeles 


G. Walls, Jr., of the Zimmerman 
general agency of the Connecticut Mu- 
tual Life in Chicago has been trans- 
ferred to the W. H. Siegmund agency 
in Los Angeles. 

Mr. Walls has been with the Con- 
necticut Mutual Life since his gradua- 
tion from Dartmouth College in 1938, 
receiving his preliminary training at the 
home office. He became associated with 
the Zimmerman agency in 1939 as serv- 
ice manager and did personal production. 
Mr. Siegmund was also formerly asso- 
ciated with the Zimmerman agency, 
serving as its brokerage manager until 
last July when he was appointed gen- 
eral agent at Los Angeles. 


J. H. Reed Life Unit Manager 


James H. Reed has been appointed 
manager of the life department of the 








Joins American United 
in Southern California 








E. P. PERRINE 


LOS ANGELES—E. P. Perrine has 
been appointed agency supervisor for 
southern California by the American 
United Life of Indianapolis, succeeding 
W. E. Mullineaux, who resigned to enter 
personal production. 

Mr. Perrine has been prominent in life 
insurance in Los Angeles for more than 
a decade, having been at one time execu- 
tive secretary of the Los Angeles Life 
Underwriters Association and with agen- 
cies here in supervisory and _ training 
capacities. 

For the past eight months he has been 
lecturing on life insurance at the Uni- 
versity of Southern California and the 
University of California at Los Angeles, 
to classes of teachers. These lectures 
form a part of the program of the In- 
stitute of Life Insurance looking to get- 
ting information on life insurance in- 
cluded in the curriculum of the second- 
ary schools. 


Fagan-Newell-McQueen Agency in Ra- 
cine, Wis., which is general agent of 
Lincoln National Life. Mr. Reed is a 
life-long resident of Racine. He en- 
tered life insurance four years ago with 
Equitable Society after having been in 
accounting work for more than 10 years. 





Appoints Syracuse Agency 

McLusky & Haylor have been ap 
pointed general agents of the United 
States Life for Syracuse and surround- 
ing territory. The new agency is lo- 
cated at 332 South Warren street, Syra- 
cuse. It was established in 1928 by 
James McLusky, Jr., and B. E. Haylor. 
Edward Durst will assist in the organ- 
ization of the accident, health and hos- 
pitalization department and _ Richard 
Arnold will aid in developing the life 
department. 


Carlton Joins West Coast Life 


The West Coast Life has appointed 
S. B. Carlton manager in Seattle. He 
is well known in the northwest and 
served for about 12 years as manager in 
Seattle of the Phoenix Mutual Life. He 
has been active in association work. He 
resigned early this year. 





Van Leumen Takes Denver Post 


V. V. Van Leumen, former New York 
Life agency director in Boise, Ida., and 
Butte, Mont., has been appointed to suc- 
ceed P. L. Corbin as agency director for 
the New York Life in Denver. Mr. 
Corbin, who has held the Denver post 
for nearly 15 years and who is a long 
time leader in life underwriters associa- 
tion work, resigned unexpectedly. 





Farmers & Bankers Names Richert 

W. J. Richert has been named Denver 
general agent for the Farmers & Bank- 
ers Life. The company formerly oper- 
ated in the mountain field and is now 
again reentering it. 





Annett Made Victoria Manager 


The Confederation Life has appointed 
Cc. C. Annett, who has been manager at 
Port Arthur, Ont., as its new Victoria 
and Vancouver Island, B. C., branch 
manager. He succeeds F. Lewin, re- 
cently retired on pension. 





Joseph Zabeler has been named dis- 
trict manager for Manitowoc, Wis., by 
North American Life & Casualty. He 
has been with the company since 1934, 
and a member of its App-a-Week Club 
since that time. 


MANAGERS 


Chapman at Jackson, Miss. 


L. W. S. Chapman, Sales Research 
Bureau, addressed the General Agents 
& Managers Association of Jackson, 
Miss., on “The Hub of the Wheel.” 

Officers of the association, recently 
organized, are: E. H. Hix, oo j. 
N. McLean, vice-president; A. J. Sauter, 
vice-president, and W. C. Hester, sec- 
retary-treasurer. 











Farewell for J. B. Macken 


Sixty managers and supervisors at- 
tended a farewell cocktail party for J. B. 
Macken, former Mutual Life of New 
York manager in Detroit and former 
director of the Associated Life General 
Agents & Managers. Donald Machum, 
Manufacturers Life, president of the 
managers association, was host. 

At a meeting of the association fol- 
lowing the farewell party, tribute was 
paid by President Machum and others 
to Mr. Macken’s work for the association 
during his seven years in Detroit. Mr. 
Macken responded briefly. He leaves 


shortly to become Chicago manager of 
his company. 


Joint Parley at Starved Rock 


The Peoria and Rockford, Ill, agen- 
cies of the Connecticut Mutual Life held 
a joint meeting at Starved Rock State 
Park Lodge. For a number of years 
General Agents Chester T. Wardwell of 
Peoria and Francis P. Beiriger of Rock- 
ford have been bringing their organiza- 
tions together for exchange of ideas. A 
timely discussion on financial planning 
for the draftee was very instructive, 

William L. Camp, editor of “Con Mu 
Topics,” from the home office gave 
some suggestions on the use of com- 
pany literature. 


Discuss Managers’ Responsibility 
A. C. Palmer, director of the educa- 
tional division R. & R. Service, spoke 
on “The Manager’s Responsibility to 
His Agent” at the Dec. 5 meeting of the 
Life Insurance Managers Club of Dallas. 








Approximately 75 percent of all life 
insurance policyholders’ deaths in 1939 
were under policies owned for more 
than 10 years. Thirty-nine percent of 
life insurance death claims were on poli- 
cies which had been in force more than 
20 years, while 13 percent had been in 
force more than 30 years. 


Agree on Redratt of Mo. 
License Bill After Hearing 


JEFFERSON CITY, MO. — The 
hearing conducted by the Missouri 
department on the proposed agents’ li- 
censing bill was attended by a repre- 
sentative group, in spite of a snow- 
storm. Represented were the St. Louis 
Board of Underwriters, Kansas City In- 
surance Agents Association, Missouri 
associations of both life underwriters 
and insurance agents, and the St. Louis 
real estate brokers group. Charles Har- 
vey, assistant counsel for the depart- 
ment, presided, and agreed to redraft 
the proposed bill on the basis of con- 
clusions reached at the hearing. This 
redraft will be sent those attending the 
hearing, after which each group is 
scheduled to take up and discuss the 
bill. Mr. Harvey then will act as a 
clearing house for suggestions of all the 
groups. 

It was generally agreed that the pro- 
posed bill is being handled with an in- 
telligent approach, well in advance of 
the meeting of the legslature in Jan- 
uary, with all groups threshing out dif- 
ferences before the bill goes to the law- 
making body, rather than after. 

H. D. Estep, who had represented the 


Eureka-Maryland Assurance in Pitts- 
burgh for 16 years, died there. 
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name of the permanent appointee prob- 
FEN RON | ably will be announced to the appli- J 
cants by Dec. 10. A 10-day appeal . s 2 


period will be allowed to elapse before 


ERNEST PALMER, JR., IN NEW WORK ration selected guests, an innovation ~ commission’s selection is made pub- Zimmerman Chicago Speaker 
Ernest Palmer, Jr., whose father un- 1 Chicago office openings. The large Leal ec Tewinar . a rns 
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Chicago, and the name of the firm is ‘oom holding several men. The Swan- speed through the needed legislation to the future and advantages of the CLU 
changed to Russell, Bridewell & Palmer. $0” agency has been located at the same allow a life company to invest large j ovement at a meeting of the Chisaen 
Mr. Palmer for the past several address ever since it was opened 10 sums in low cost housing projects in ee 


; Sorat sem : ; chapter. He said the people need more 
: : 5 x : GE OR: ‘nart- years ago. Mr. Swanson has built it to : “Hig ° — T A 
months has been in the claim depart- } California, Governor Olson included of the C.L.U. type of service and many 














ment of Car & General in Chicago. For one of the company’s leading agencies. the bill recently drafted In the call for are demanding it. Factors such as the 
one year he was connected with the Illi- —_—- a special session of the legislature Dec. TNEC investigation of life insurance 
She ag ee , ssi 1e was et . Een eeree 2 farlier this yez > measure faile : : : 3 . 
nois industrial commission and he was wirsk AHEAD 70 PERCEN1 2, Earlier this year the measure failed are a challenge to the C.L.U., he said. 
with the Illinois insurance department a 1 R A ; to pass when it was presented at a spe- J. D. Moynahan, Metropolitan, chapter 
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vear during the period when the new e Raymond J. Wiese agency for cial session because the governor failed president, presided. A number of 


insurance code was under consideration. the Northwestern National Life in Chi- to include it in the call. If passed it is Worthwestern University professors 
He graduated from Northwestern Uni- cago finished November with an un- understood that Governor Olson will \ere introduced and D. M. Phipps, Mu- 
versity law school and was admitted to broken string of plus months under Mr. sign the bill immediately and the Metro- ju] Benefit. discussed changes which 
the is f is undergraduate | Viese’s management. For e firs . ~* js Meares oe 

the bar this fall. His undergraduate work \ wae gee ement For the first 11 politan Life will proceed with its plans may be made in the C.L.U. courses con- 
was at Stanford and Amherst months the agency shows a 70 percent to construct two big projects in Cali- ducted at the downtown campus of 


usse f the firm has been gain in paid vo >, ranking third forni: . TT : : : 
Horace Russell of the firm has been in in paid volume, ranking third fornia. N. U. It is possible the comprehensive 
’ course showing the application of the 
iree years as general counsel for 


loc ated in Chicago for the past two or among all company agencies. 
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nited States Savings & Loan League SAN FRANCISC wN ives. Bi Oe C.L.U. course to life situations and 

He was formerly in Atlanta and then SAN FRANCISCO—H. N. Lyon, F1- Sea aes : ago eT. 

ee + : : needs will be introduced as Part 5. Two 

became general counsel for the Hom« delity Mutual Life, was elected chair- 0° 0: ‘il hi , 
Ywners Loan Corporation and Federal man of the San Francisco Quarter Mil- New sections will open this month, one 
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Life of type policies, according to an opinion Gordon Coryell, Mutual Life, secretary- C. L. U. chapter, Charles Moore, Con- 
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Ruling on “Limitations” 





A question as to authority of an agent . 
—— a a | Ries ie gery: teen Toes came before the Maryland circuit court Give Part V in Buffalo 
ee eee ee a with E (r. Jarrett sioner Caminetti regarding “limitations” of Baltimore county in Coale et al. vs. A. L. Beck, president Buffalo C.L.U., 
has been connected with Equitable So- and “limitations and risks not assumed” Provident Mutual. announces that Part V of the C.L.U. 
ciety for eight years. The annual foot- policy forms used by most chapter 9 The plaintiffs’ declaration set out that course will begin at Millard Fillmore 


ball ye en of the Chicago agencies companies, Mr. Cunningham advised an agreement had been entered into be- College of the University of Buffalo late 
ol gna ee ee Dec. 11 that “any provision to the effect that tween them and the beneficiary of a pol- in January. 

Ch » rain “ eer ee ee the the insurer shall not be liable for spe- icy issued by the Provident Mutual A round table discussion on_ sales 
c. x Tg ideas deimadiiet eladiibiee: Cicae See ee death other than those whereby they were to receive the pro- technique will feature a luncheon meet- 
eee agency manager, chairman Cen- mentioned in provision 2 must be em- ceeds, pay the expenses of the insured ing of the Buffalo C.L.U. chapter Dec. 
ag Manas Association of Equitable, bodied in a rider signed by the insured and turn over to the beneficiary not less 12. Clifford S. Bennett will lead the 
Pe and a copy thereof attached to the pol- than a stipulated amount. The general discussion. Arthur L. Beck will pre- 

icy.” Provision 2 refers to incontest- agent had advised the agreement and side. 








SWANSON IN NEW QUARTERS ability and is required to be made a_ said he would send the proceeds to the ee 

The H. G. Swanson general agency of part of these policies by law. plaintiffs. Instead he sent them to the Ae 
New England Mutual Life in Chicago alae beneficiary. The Provident Mutual de- New C. L. U. Unit in Toledo : 
has moved into fine new quarters on the C : murred to the declaration since on the Howard F. Moore, Bankers Life of 
33rd floor of the Board of Trade build- Announce lo. Appointee Soon face it was evident that the acts of the Iowa, has been elected president of the 
ing. These were designed by an office DENVER—The state civil service agent were not within the scope of his newly organized Toledo C. L. U. chap- 


architect for greater efficiency. Open commission announces that the papers authority and not binding on the com- ter. Roy A. Wesselman is vice-presi- 
house was held there Tuesday, dough- in the examinations for insurance com- pany. The higher court sustains the de- dent and Harry M. Wieting, Jr., Pru- 
; 2 missioner have been graded and that the murrer. dential, ‘secretary. 


nuts and cider being served. A feature 
was the presentation of five portable 














Honor George C. Fanning 
on His 25th Anniversary 





More than 150 associates and friends 
will attend a dinner Dec. 11 in honor 
— George C. Fan- 
ning, Chicago Met- 
ropolitan Life man- 
ager, who is cele- 
brating his 25th 
ervice anniver- 
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Ponder Inflation, 
Insurance and 
Drait at N. D. Meet 


An adaptation of the question and an- 
swer type of program enlivened the re- 
cent monthly meeting of the North 
Dakota Life Underwriters Association at 
Fargo. A few days prior to the meeting, 
a questionnaire containing 10 questions 
pertaining to life insurance was sent to 
each member. The answers were mailed 
back and the questions and answers 
were discussed at the meeting. Here are 
some of the questions and some samples 
of the answers. 

Do you discuss politics with your 
clients? The answer was almost unani- 
mously no. If so, do you always agree 
with him even if it hurts to do so? If 
not, why not? 

Some of the answers were: That’s not 
what I get paid for. No, but try to do 
it pleasantly. Usually tell them I don’t 
feek qualified to discuss the issue. 
Usually lose both argument and the sale. 
Election is over. Never, unless he ap- 
proaches the subject; then the wise way 
is to moderately push your side of it. 
Never be wishy-washy. No one respects 
a white liver. 

Do you think the immediate future of 
life insurance is bright or dark? Some 
of the answers were: Increased national 
income from defense spending will give 
more dollars to the public. The need is 
just as great, and I believe conditions 
are not too dark with stimulated busi- 
ness outlook. Bright, because men will 
still die at the wrong time and their 
economic value will be even more neces- 
sary as and if harder times come. Bright, 
because the public knows its stability. 


Publicity on government insurance 
makes everyone insurance’ minded. 
Bright, because of the war clouds. 


Bright, if you work, dark if you loaf. 
Standardized Service Approach 


Nine out of 17 in answer to the ques- 
tion whether the agent has an estab- 
lished service approach which is used in 
getting interviews, replied that they had 
no standard. 

Some of the replies to the question: 
How do you answer the question of 
inflation were: Mr. Prospect, if I could 
give you the answer I wouldn’t be sell- 
ing insurance; however, partly inflated 
dollars are paid as premiums. You die, 
your future income is deflated to zero. 

Life insurance premiums being paid 
and received in even dollars will auto- 
matically liquidate inflation. 

Tell me when you are going to die 
and I will tell you whether we will pay 
you with inflated or deflated dollars. If 
your life is a normal span you will get 
the average of cheap and dear dollars. 

Need more insurance dollars to do 
same job. The greater the inflation the 
more life insurance will be needed. 

By stating simply and emphatically 
that premium dollars are always cheap 
= when compared with claim dol- 
ars, 

If inflation is just around the corner, 
prospect is depositing cheap dollar and 
may get back high value dollar. 


Insurance and Draft 


Another question was: If your pros- 
pect is subject to draft do you encour- 
age him to take the maximum or mini- 
mum of government insurance? 

Some of the answers were: 

Maximum, it’s the only way that I 
can consistently make him believe that 
I believe in insurance. 

I don’t mention this, but if he does, I 
recommend it but never to the disad- 
vantage of my product. 

Maximum, good insurance at low cost. 

I advise him to take all he can pay for. 

Maximum, better to have him think- 
ing in large amounts. 


I advise him to take my insurance. 
He may never reach the army. He may 
die; yes, buy now. 

Ten of 18 replied that they are writing 
more business now than a year ago. 
Eight are writing less and they admitted 
that the reason is less effort and laziness. 





Indianapolis Offers 
Good Congress Card 


INDIANAPOLIS—An attendance of 
500 is expected for the sales congress 
here Dec. 7, sponsored by the Indian- 
apolis Association of Life Underwriters, 
Indianapolis General Agents & Man- 
agers Association, Indianapolis C. L. U. 
chapter, Indiana Association of Life 
Underwriters and Association of Indiana 
Legal Reserve Life Insurance Com- 
panies. Horace E. Storer, Bankers Life, 
is general chairman. 

The congress theme is “The Life 
Underwriter Serves the People’s Needs— 
Today—Tomorrow—Always!” O. D. 
Pritchard, Union Central, president In- 
dianapolis association, will welcome the 
delegates. Morning speakers include 
L. O. Schriver, general agent Aetna 
Life, Peoria, Ill., past president Na- 
tional association, on “Rededication”; 
H. K. Nickell, Connecticut General Life, 
Chicago, Million Dollar Round Table, 
“Doing the Job Today,” and J. S. Gantz, 
general agent Pacific Mutual Life, Cin- 
cinnati, “Selling the Way Men Buy 

H. L. Rogers, Equitable Neck. pres- 
ident Indiana association, will preside at 
the afternoon session. Dr. J. E. Hedges, 
assistant professor of insurance Indiana 
University school of business, will pre- 
sent a survey, “A Round Look at Life 
Insurance.” A. H. Kahler, second vice- 
president and superintendent of agencies 


=) 


Indianapolis Life, will speak on “The 


Big Idea—Serve the People.” 


South Dakota Association 
Has Two-Day Sales Congress 


HURON, S. D.—The South Dakota 
Association of Life Underwriters held 
a two-day sales congress here. While 
attendance was cut very much by rea- 
son of slippery roads and uncertain weather 
conditions, those in attendance, number- 
ing 35, considered it was the best of 
its kind ever held. A. S. Mitchell, 
Guardian Life, Brookings, president, re- 
cently reelected to succeed himself as 
senator from Brookings county in the 
legislature, arranged the program and 
presided at the meeting. He was as- 
sisted by J. E. Walseth, Equitable So- 
ciety, Watertown, secretary-treasurer 
of the association. 

The congress was called to order by 
Mr. Mitchell and A. W. Palm, district 
manager State Farm Life, Huron, was 
master of ceremonies. T. C. Murphy, 
Travelers, Watertown, responded to the 
address of welcome, and Guy Hanson, 
Equitable Society, Mitchell, S. D., 
talked on the value of contests and the 
value of membership in the App-a- 
Week Club. 

Four panel discussions were led by 
Mathew Thompsen, Omaha, on pre- 
approach; Mr. Hanson on how to meet 
a prospect; Earl Flanagan, Travelers, 
Huron, on presentation, and Agency 
Instructor Koehn, New York Life, 
Sioux Falls, on closing. 

H. J. Gilbertson, agency manager 
Penn Mutual, Fargo, N. D., brought 
greetings from the North Dakota asso- 
ciation and Jacob Wickre, Equitable So- 
ciety, Huron, talked on _ retirement 
income. This was followed by a gen- 
eral discussion of all forms of insurance 
contracts convertible to income and an- 
nuities. 

George Sheeks, general agent Minne- 
sota Mutual, Huron, vice-president of 
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SELECTIVE SERVICE 


| That is a thought perhaps uppermost in the 
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Thousands of people in the life in- 
surance business know Gerard S. 
Nollen, President of the Bankers 
Life Company. But how many 


know that his middle name is 
Scholte? Or how he got that name? 


Louis Adamic tells how in his cur- 
rent best seller, “From Many 
Lands.” 

It is the fascinating story of the 
founding of Pella, lowa, thriving 
community of Hollanders some 50 
miles southeast of Iowa's capitol and 
Bankers Life Home Office City, Des 
Moines. 

To a large tract of rich, virgin 
prairie land, Dominie Hendrick 
Peter Scholte led a band of 600 
hardy men, women, and children 
from his native Holland in 1847. 
Virtually driven from their home- 
land by persecution for their belief 
in separation of church and state, 
these “Separatists’ sought — and 
found—both religious and economic 
freedom in the new country. 

Dominie Scholte, prime mover 
throughout the venture, held his 
group together in those early days in 
both good times and bad. He be- 
came a man of consequence in Iowa 
politics, helped nominate and be- 
came a personal friend of Abraham 
Lincoln. Adamic cites his friend- 
ship as of such depth that Scholte 
learning of the assassination of 
Lincoln, suffered a heart attack from 
which he never recovered and which 
caused his death a few years later. 

Hendrick Peter Scholtes daugh- 
ter, Sarah, married John Nollen 
Pella banker. 





three sons, two daughters—are link- 
ed both by blood and by middle 
name to their maternal grandfather 
the Dominie. Gerard Scholte Nol- 
len is President of the Bankers Life 
Company, Henry Scholte Nollen is 
Chairman of the Board of the Equit- 
able Life Des Moines, and John 
Scholte Nollen is President Emeritus 
of Grinnell College in lowa. Hannah 
Scholte Nollen and Sarah Scholte 
Nollen have devoted their lives to 
educational work in Des Moines. 


BANKERS LIFE 
"Eahiccd we COMPANY 








the association, presided at the banquet 
and Mr. Palm was toastmaster. Rev. 
William R. Peterson, pastor of the 
Methodist Church, Watertown, spoke 
on “Selling Security to America.” Two 
insurance films, “The American Por- 
trait” and “Yours Truly, Ed Graham,” 
were shown. 

On the second day, Commissioner 
Burt explained the functions of the de- 
partment, followed by a general dis- 
cussion. Pending and proposed legisla- 
tion was discussed, with President 
Mitchell presiding. Mr. Mitchell closed 
the convention after giving the high- 
lights of the National convention in 
Philadelphia. 


Program for Run of Mine 
Agent Staged in Los Angeles 


LOS ANGELES—lIdeas for the ‘“‘run- 
of-mine” agent featured the breakfast 
meeting of the Life Underwriters Asso- 
ciation of Los Angeles, providing him 
with methods he can use in selling the 
average client. There was no reference 
to inheritance and income taxes, exten- 
sive programming and other phases of 
the selling of life insurance that concern 
the more advanced underwriters. 

Vice-President W. M. Rothaermel, 
Pacific Mutual Life, spoke on “Success 
in the Field Today,” and Attorney Hal 
Crouch told “How a Lawyer Looks on 
Life Insurance.” 

President Henry E. Belden announced 
that the Southern California caravan 
would make its first journey to San 
Diego on January 13-14, and that the 
legislative dinner will be held Dec. 17. 

W. H. Siegmund, general agent Con- 
necticut Mutual, as membership com- 
mittee chairman, reported a gain of 43 
new members with a total of 438. 

Mr. Crouch displayed his 20 policies 
worth $72,000 today and $150,000 when 
they mature. He then displayed a sheaf 
of certificates for stock in the leading 
corporations of the country and said that 
on them he had lost money, while on 
his life insurance policies he had made 
1 profit. 

One policy will pay him $62.50 per 
month for life; another will see that his 
wife will eat; another that his mother 
will eat: and a third that his daughter 
will have an education. 


Consider Applicants for Field Post 


The committee of the National Asso- 
ciation of Life Underwriters which was 
named to select a field secretary is 
weighing applications for the office, it 
has been announced by Chairman C. J. 
Zimmerman, Chicago genera! agent Con- 
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necticut Mutual Life and past national 
president. 

The field secretary, Mr. Zimmerman 
said, will have his headquarters at the 
National association offices in New York 
but will spend much of his time among 
local and state association groups upon 
invitation to discuss with them the best 
means for strengthening their organiza- 
tions and for broadening their services. 
He will also be made available to local 
and state organizations to assist in legis- 
lative matters and for setting up the 
necessary machinery for meeting legis- 
lative problems. 





Coffeyville, Kan.—A round table dis- 
cussion was held at the monthly meet- 
ing. President Lyle J. Dunwoody, Pru- 
dential. was in charge. 

Dodge City, Kan.—The charter meet- 
ing has been postponed to Jan. 11 at 
the request of J. E. Conklin of Hutchin- 
son, Kansas president. Bert A. Hedges, 
Business Men’s’ Assurance, Wichita, 
chairman of the extension committee of 
the state association, will speak Dec. 7. 


Grand Rapids, Mich.—E. P. Balkema, 
state manager Northwestern National, 
Detroit, and president of the Michigan 


association, spoke on ‘“Security—Insecu- 
rity.” The association staged a special 
reception for the state president because 
he was born in Grandville, Grand Rapids 
suburb, and was in the business here 
for many years before going to Detroit. 

Saginaw, Mich.—H. B. Thompson, De- 
troit, secretary-treasurer and counsel of 
the Michigan association, and State Rep- 
resentative W. F. Remer, spoke at the 
November stag party, with 75 attending. 

Utah—At a meeting of officers and di- 
rectors in Ogden, Frank Mozley, Bene- 
ficial Life, immediate past president of 


the Salt Lake association, was chosen 
first vice-president, succeeding K. K. 
Krogue, Business Men’s Assurance, 


transferred to Spokane as branch man- 
ager. Commissioner Neslen spoke on 
“Current Events.” 

A legislative committee 
with Mr. Mozley as chairman. President 
Cc. R. Marcusen of the Pacific National 
Life and G. J. Cannon, executive vice- 
president Beneficial Life, will meet with 
the committee from time to time in an 
advisory capacity. 

Wilmington, Del.—Grant Taggart, 
Cowley, Wyo., secretary of the National 
association, spoke at a luncheon meet- 
ing on “Sales Work Habits.” 

Nashville, Tenn.—Cecil Woods, presi- 
dent Volunteer State Life, spoke Nov. 29. 
He was formerly with the National Life 
& Accident of Nashville. 

Memphis, Tenn.—An exhaustive study 
of the federal soldiers and sailors’ relief 


was named 


act featured last week’s meeting. Ques- 
tions about the act were asked by Ben 
Glasgow and answers were given by 


Clyde Wellman and Leslie Fortune. 
Ottawa, Ont.—G. D. Finlayson, Domin- 

ion superintendent of insurance, said 

that “the very essence of democracy is 


embodied in life insurance.” With de- 
mocracy giving the individual the right 
to do as he pleases, the appeal to pros- 
pects, he said, is not that of fear of the 
consequences if they do not buy, but an 
appeal to the higher consciences of free 
agents. 
Northern 
Kingdon of 


Jersey — Dr. Frank 
the University of Newark 
will speak Dec. 17 in Newark. Each 
member has been requested to bring 
some small gift which will be distrib- 
uted among three institutions for chil- 
dren in Newark. 


Central Massachusetts—This organiza- 
tion, which meets at Worcester, has 
added 100 new members this year. W. H. 
Molet, manager Metropolitan Life at 
Worcester, is president. The last meet- 
ing was addressed by Jack Lacy, head 
of Lacy Institute, who trains salesmen 
and sales executives. 

Springfield, Mass.—James A. Giffin, as- 
sistant agency manager Phoenix Mutual 
Life, spoke on “The Power of Sugges- 
tion.” 

Lincoln, Neb.—Bert A. Hedges, Wich- 
ita manager, Business Men’s Assurance, 
spoke on ‘Social Security in the Amer- 
ican Manner.” 


New 


Toronto—As the war, in which Can- 
ada is involved, progresses, there is 
every likelihood that premium rates for 
life insurance in the Dominion will in- 
crease due to declining interest rates, 
J. A. McAllister, superintendent of Ca- 
nadian agencies for the Sun Life, de- 
clared. He gave eight specific reasons 
why life insurance should be bought in 
wartime. 


Cc. W. Mealing, North American Life, 
has been elected president, succeeding 
James Hancock, Prudential; G. W. 


Adams and S. M. Wickens, London Life, 
vice-presidents; A. J. Elden, London Life, 
treasurer, and James Westaway, Aetna 
Life, secretary. 

Birmingham, Ala.—Senator Bankhead 
of Alabama, C. Vivian Anderson, Provi- 
dent Mutual, Cincinnati, and F. P. Sam- 
ford, president of Liberty National Life, 
will speak at the Dec. 12 meeting, which 
is advertised as a “Ten 'til 2 and Lunch- 
eon Too” affair. It is planned to have 
all agents in the city present, whether 
members of the association or not. 

San Franciseo—The annual Christmas 
party and luncheon will be held Dec. 20. 
L. E. Wilson, public relations director 
Y. M. C. A., will speak on “The Force 
of Ideas.” G. F. McKenna, manager Con- 
tinental Assurance, is program chairman, 
with L. J. Lynch, general agent John 
Hancock Mutual Life, as chairman of 
the party, assisted by N. J. Nelson, man- 
ager Reliance Life. 

Lansing, Mich.—At a ladies night pro- 
gram C. W. Otto, secretary Lansing 
Chamber of Commerce, spoke. Feats of 
magic were staged by Ernest Shass- 
berger, Aetna Life agent. “American 
Portrait” was presented. 

Peoria, Ill.—As 
uates himself to the 





perpet- 
called 


long as man 
institution 


the family, as long as he is surrounded 
by hazards which he cannot control and 
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These C. L. U. Books 
Should Be In Your 
Reference Library 


The following books have been 
suggested by the American Col- 
lege of Life Underwriters for study 
in preparation for the C. L. U. 
examinations. 


LAW. TRUSTS AND TAXES 


Manual of Commercial Law, 


EE ihc cs oeioe8 2.67 
Principles of Business Law, 
Dillavou and Howard...... 9.00 


Business Law, Conyton & 
5a aaiethalemeutias. is 


The Life Insurance Contract, 
Horne & Mamnsfield......... 


Wills, Stephenson ........... 


3.50 


3.00 
3.00 


Living Trusts—Including Life 
Insurancé Trusts, Stephen- 
son 


FINANCE 


Financial Organization and 
Management, Gerstenberg. .55.00 


Corporation Finance, Hoag- 


LCi go | RMRane Aree aT Rear eae 


Money and Banking, Brad- 
RN ees oa OR ak ote ae 


Money and Banking, Prather. 


4.00 


3.75 
4.00 


Principles of Investment, Kirsh- 
5.00 


Investments, Jordan 4.00 


Investment Principles and 
Practices, Badger and Guth- 


A 10 percent discount is allowed 
when 10 or more C.L. U. texts are 
ordered at one time. The above 
mentioned books are available 
from the 


Insurance Book House 


THE NATIONAL UNDERWRITER 
420 East Fourth Street 
Cincinnati, Ohio 


“BUILD UP YOUR LIBRARY” 
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as long as he breathes the breath of 
liberty and strives for personal freedom, 
there will be a future for life insurance, 
G. F. Ream, assistant superintendent of 
agencies Mutual Benefit Life, declared. 
He was introduced by Norman E. Ander- 
sen, Peoria general agent Mutual Bene- 
fit. 

“Private property, which is necessary 
to every man’s welfare and the fulfill- 
ment of his hopes, presents five major 
problems—creation of the property, its 
preservation, transfer to someone else, 
the management after transfer, and 
fifth, the final distribution.” No other 
institution can provide these demands 
that man makes other than life insur- 
ance. 

Toledo—Grant L. Hill, director of agen- 
cies Northwestern Mutual Life, discussed 
“The Problem Agents’ Problem.” 

Kalamazoo, Mich.—R. A. Hayward, 
president Kalamazoo Vegetable Parch- 
ment Company, discussed “Present and 
Future Economic Trends.” Mr. Hayward 
warned particularly against the dangers 
of inflation, declaring that the heaviest 
possible taxes are infinitely preferable 
to an inflationary policy. He voiced 
opinion the public at present has as 
great confidence in insurance companies 
as in the government itself. 

Madison, Wis.—E. H. Mueller, general 
agent Pacific Mutual Life and Provident 
Life & Accident, speaking at the monthly 
“clinic,” advised agents to tell their 
story in the language of the buyer. With 
a big black pencil he demonstrated “How 
I Would Say It.” Men are interested in 
saving money, and need to be told that 
when they buy life insurance they win, 
whether they live or die, he said. 

Cc. W. Tomlinson, chairman educational 
committee, announced that the faculty 
members for the weekly classes to be 
held at the Madison Vocational School, 
beginning Jan. 6, will be E. E. Wheeler, 
James Neis and Mr. Tomlinson. 

Corpus Christi, Tex.—Paul Englehardt, 
Connecticut Mutual Life, has been 
elected a director to succeed C. W. 
O’Melveny, also of the Connecticut Mu- 
tual, resigned. W. R. Neely, National 
Life & Accident, has been appointed 
chairman of the membership committee. 
Henry Coutret, Jefferson Standard Life, 
has been elected national committeeman. 


Dallas—An educational program to in- 
form the public about life insurance and 
to add to the technical training of mem- 
bers has been undertaken by a newly 
appointed educational committee, headed 
by Lyman E. King, Minnesota Mutual 
Life. 

J. A. Budinger, vice-president and ac- 
tuary Kansas City Life, will speak 
Dec. 12. 

Chattanooga, Tenn.—A. Howard Blan- 
ton, vice-president Volunteer State Life, 
spoke on “Ethics.” He credited the Na- 
tional association with contributing no- 
tably to the improvement of the ethical 
side of life insurance. 

Portland, Ore.—To combat the “de- 
featist” attitude many agents have on 
account of the war, politics, etc., Douglas 
Nicol, New York Life, arranged for five- 
minute talks from four young producers 
who have been in the business a com- 
paratively short’ time. These young 
men are producing a good volume of 
business, and they told how they are 
doing it. 

Beaver Valley, Pa.—Barney Lipka, 
Superintendent Prudential No. 1 Pitts- 
— spoke at a meeting at Rochester, 

a. 

New Orleans—The annual sales con- 
gress will be held Jan. 24. Harry T. 
Wright, Chicago, president National as- 
sociation, will be the first speaker on 
the program. There will be four other 
speakers yet to be announced. John S. 
Watters, Occidental Life of California, is 
chairman of the congress. 





Can Purchase the Securities 


Attorney-general Cassidy of Illinois 
has held that insurance companies may 
legally invest in notes or bonds of the 
Catholic Bishop of Chicago “so long as 
he is solvent.” The Catholic Bishop 
of Chicago was made a corporation by 
a special act of the legislature in 1861. 
It deals entirely with property belonging 
to the archbishop of Chicago. _The at- 
torney-general held there was nothing 
in the state insurance code restricting 
Insurance company investments in cor- 
poration securities to commercial corpo- 
rations, 








J. M. Utter, district manager Equit- 
able of Iowa, has been elected president 
of the Mutual Business Club of Seattle. 








Leon Henderson of SEC 
on “Information Please” 


NEW YORK —Commissioner 
Leon Henderson of the Securities 
& Exchange Commission, direc- 
tor of the SEC insurance study 
and one of the chief inquisitors at 
the TNEC hearings on life insur- 
ance, was on radio’s “Information 
Please” program Friday and 
showed himself considerably less 
facile at answering questions than 
asking them. He knew what po- 
sitions Woodrow Wilson and 
Herbert Hoover held at the time 
they were first nominated for the 
presidency and also the ins and 
outs of the Dred Scott decision 
but otherwise left the responses 
in the experienced hands of the 
three regular experts, Adams, 
Kieran and Levant. Possibly 
Oscar Levant has a relative who 
was grilled by the TNEC, for he 
was pretty unmerciful when Hen- 
derson failed on a _ musical 
question. Henderson actually did 
no worse than most guests on the 
program but he _ disappointed 
those who had based their ex- 
pectations on his rough and ready 
banter in the TNEC hearings. 








Insurance Interests Unite 
on Neb. Legislative Program 


LINCOLN, NEB.—For tthe first 
time insurance interests of the state 
have united in preparing and backing a 
legislative program. However, to avoid 
provoking any suspicions that their mo- 
tives are based on self-interest, mem- 
bers of the legislative committees will 
function only as advisers when their 
opinions are asked and when proposals 
are before committees. The nucleus of 
the program will be the dozen or more 
bills that were approved in committee 
at the 1939 session but which were lost 
in the legislative jam at the end of the 
session. 

One of these, regarded as of prime 
importance, forbade the licensing of as- 
sessment companies of all kinds, except 
farm mutuals. Another would restrict 
burial associations to writing only lim- 
ited burial policies, and bar them from 
writing life insurance because of inade- 
quate requirements of the law. Another 
would bring mail order and radio broad- 
casting insurers under Nebraska court 
jurisdiction by making the insurance di- 
rector agent for service. Still another 
aimed to require mutual companies to 
possess adequate reserves. 


Fete Rutherford in Two Cities 


James E. Rutherford was feted at a 
luncheon by the Des Moines General 
Agents & Managers Club on his transfer 
from Des Moines to Seattle as Penn 
Mutual general agent. He was pre- 
sented a plaque signed by the members. 
Presentation was made by Harry Has- 
kins, Sr., John Hancock Mutual, presi- 
dent of the club. Mr. Rutherford is a 
past president of that club and of the 
Iowa State Life Underwriters Associa- 
tion. He is now national trustee. 

The previous evening the announce- 
ment of the change was made to the 
Penn Mutual agency staff at Des Moines 
at a meeting by Wallis Boileau, Jr., vice- 
president of Penn Mutual. The new Des 
Moines general agent, E. P. Connolly 
of St. Louis, was presented. 

Upon assuming his new duties at 
Seattle, Mr. Rutherford was honored at 
a banquet at which William J. Nenner, 
assistant vice-president of Penn Mutual, 
acted as toastmaster. Speakers included 
Leslie Duncan of Spokane and Horace 
Person of Portland, Ore., Penn Mutual 
general agents. 


Just the thing to convince hard boiled 
prospects—“24 Men in 24 Years.” Order 
8 booklets for $1 from National Under- 
writer. 








HE EMBLEM of a strong, enduring life 
insurance company which for 73 years has ad- 


; hered to principles of justice and friendliness. 


Well directed and soundly managed, the pro- 
tection the Equitable of Iowa provides to policy- 
holders and their families is 


Outstanding by Any Standard of Comparison 


LIFE 0/10 WA 


HOME OFFICE + DES MOINES 
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GREETINGS 


We hope that you, like ourselves, have 


enjoyed a prosperous and successful year, 
and we wish you a prosperous and success- 
ful year, and we wish you a Merry Christ- 
mas, and continued success in the New 


Year. 


* * * 


AMERICAN NATIONAL 


INSURANCE COMPANY 


W.L. MOODY, JR., PRESIDENT 


GALVESTON, TEXAS 
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Seeing Plenty of 
People and Selling 
Needs Gets Business 


When financial misfortune struck W. 
B. Monroe, Union Central Life, New 
Orleans, life member of the Million Dol- 
lar Round Table, in 1930, the $1,500 
cash value on his life insurance proved 
his salvation, he told the Dallas Associa- 
tion of Life Underwriters. Although he 
didn’t know about the different kinds of 
policies, he did know plenty about “what 
they could do for a fellow’ and so he 
started out selling, telling his relatives, 
friends and everybody about the benefits 
derived from life insurance. 

In analyzing why he wasn’t selling 
more life insurance, Mr. Monroe took 
an inventory of himself. He found that 
he knew his product, was familiar with 
the various policies and their applica- 
tions and he had developed a sales talk. 
Although he had never had a lack of 
prospects or prospecting methods, he 
decided that his trouble was that he did 
not see enough people. “If I keep all 
of these prospects’ names in my head 
or on cards carefully filed away and 
don’t see these people, they won’t know 
they are my prospects,” he declared. 
Mr. Monroe decided the cure for this 
situation was to circularize prospects be- 
cause it would give him an incentive to 
call when he received inquiries. “There 
is an army of potential future policy- 
holders who have been sold right up to 
the closing point but they are waiting 
for you and for me to see them and tell 
them about our contracts,” he stated. 


Ability to Pay Prime Factor 


In qualifying prospects, Mr. Monroe 
said the ability to pay premiums is the 
prime essential, as the uninsurables can 
be sold annuities or insurance on their 
wives and children. 

Mr. Monroe said he does not sell life 
insurance because that is too indefinite 
and too intangible. He sells education 
for children, monthly life income for 
wives and daughters, mortgage payment 
plans, estate tax exemptions. 

“Determine the prospect’s needs, diag- 
nose his case and then submit him a 
plan—an idea—not life insurance. Who 
in the world wants to buy life insurance? 
Nobody! But all of us want our chil- 
dren to be educated, want income in our 
own old age, monthly incomes for our 

families, and cash to pay estate taxes, 
etc. Stress these ideas and let the other 
guy peddle his life insurance. Life in- 
surance to the average prospect simply 


means cash at death,’ Mr. Monroe 
pointed out. 
Be Sure He Buys Enough 

After a prospert has been sold and . 


examined the agent should give careful 
consideration to whether this prospect 
has applied for all of the insurance he 
can afford to pay for. “If he hasn't, 


you haven’t done a complete job. An- 
other agent may come in behind you, 
ind sell him $20,000 more insurance as 


a result of your approach and your sales 


talk. You were the pioneer who did all 
of the work; will you let the other agent 
pick the cherries? Figure out in your 
own mind how much this prospect can 


afford to lay aside each year for life 
insurance and order out an additional 
$10,000 or $100,000, whatever amount it 
takes for you to get all of the business 
you have sold.” 


Mr. Monroe believes that an agent's 
ability to select the proper contract to 
meet a definite need and his willingness 


to put himself in the prospect’s shoes 
plays a very important part in his suc- 
ess or failure. If you expect to be in 


business only temporarily, and you 
don’t mind losing the confidence of the 

with whom you are doing busi- 
then—and only then—can you af 
ford to sell the contract you want to sell 
and not the contract you should sell 
{t's human nature to want to get ahead, 


this 


pe ople 


ness, 
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“Should Stress 
Public Relations 





(CONTINUED FROM PAGE 3) 
falling into line until now agency qual- 
ification laws have become generally 
accepted. 

Commissioner Blackall reviewed many 
of the vital steps that have been made 
in the progress of life insurance and 
commented on its fundamental sound- 
ness. He said that the total assets from 
the very nature of the business must in- 
crease in a healthy company. It is a 
well established fact that the funds of 
life insurance companies are held for 
the policyholders and their beneficiaries, 
and it is recognized that wherever and 
whatever funds of the public are so held 
by priavte institutions, some form of 
public supervision will be necessary and 
desirable. 

He concluded with the theught that 
in an age which is relying upon em- 
phasizing the use of the machine, an 
age which is hysterically changing the 
picture of organized society, it is heart- 
ening to be associated in some measure 
with a business that has kept its feet 
on the ground, met its responsibilities, 
and recognized its obligations both to 
the public and to its government. 








and to make as much money as we can, 
but it is extremely short-sighted to sell 
commissions rather than to cover a pros- 
pect’s needs with the proper policy, re- 
gardiess of the commission to you.” 





Question of Dividends in 
Policy Proceeds Payment 


The Louisiana supreme court affirms 
the lower court decision in Dreher vs. 
Guaranty Income Life. This action was 
to recover the face value of the policy. 
The plaintiff at first claimed that all pre- 
miums had been paid and that the policy 
was in full force and effect at the date of 
the insured’s death. Subsequently, how- 
it was claimed that even if the last 


ever, 
premium payment had not been made, 
there was owing to the insured a 


dividend sufficient to keep the policy in 
force until the date of death. It was 
shown that the insured had agreed that 
dividends that became due were to be 
applied to purchase specified shares of 
stock and that such application had been 
made. It was further shown that the in- 
sured had borrowed against the policy 
and had been given credit for a balance 
of dividends due after purchase of stock 
had been made. Although reinstatement 
was undertaken after the policy had 
lapsed for non-payment of premiums, no 
reinstatement was effected since the in- 
sured admitted his inability to make the 
necessary cash payment. The judgment 
entered in favor of the defendant com- 
pany is affirmed. 


Irving Weil, manager of Brooklyn 3 
for John Hancock, celebrated his twenty- 
fifth anniversary with that company. 
Members of the agency held a dinner in 
his honor, 





Just the thing to convince hard boiled 
prospects—“24 Men in 24 Years.” Order 
8 booklets for $1 from National Under- 
writer. 
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JOHN H. MeNAMARA 
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CALIFORNIA 
Cari E. Herfurth 


Barrett N. Coates 


COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 
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IDEAL JOB 
Seeks Right Man 


Every day you wait to investigate the 
General Agency opportunities with 
this old reliable company you are losing 


FRANCIS L. BROWN, President 


ROCKFORD LIFE INSURANCE COMPANY 
Rockford, Illinois 


Write today: 

















ILLINOIS 
WALTER C. GREEN 


Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 





























DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. Chicago, Illinois 
Telephone State 1330 




















HARRY S. TRESSEL 


Certified Public Accountant and 


Actuary 
10 S. La Salle St, Chicago 
Associates 
M. Wolfman, A. A. I. A. Franklin 4020 
N. A. Moscovitch, Ph. D. 
L. J. Lally 

















INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 























HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 

















NEW YORK 


Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert O. Holran 
8 West 40th Street New York City 




















Consulting Actuaries 
Auditors and Accountants 


S. H. and Lee J. Wolfe 
Lee J. Wolfe 

William M. Corcoran 

Joseph Linder 

116 John Street, New York, N. Y. 
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NEWS ABOUT LIFE POLICIES Rates for New Ditdeaittal Phen 








By JOHN H. RADER Some time ago Prudential announced ings and footnotes on the accompany- 

changes in the policy contract, revision ing table describe the more important 

New Policies, Premium Rates, Dividends, Surrender Values, and all Changes of dividends for 1941 and new policy features of their coverage. The new 

in Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- plans. The premiums for these new dividend schedule has not been released 
Digest” and “Little Gem.” Published Annually in May and March respectively. plans have now been released. Head- for publication. 


PRICE, $5.00 and $2.50 respectively. 


Ww he ple 














































———— Income Endowment}————————,, -- Family Income* — 
o = ———_—- Male—_____ -—————-Female——__, First Next After 
Dividends and Interest for 194] rags 55 60 65 55 60 65 3 Yrs. 17 Yrs. 20 Yrs 
3S i. ae $ 39.08 $ 31.07 $ 25.61 Ae ar ee 7 
: : ae 3. 33.9: 7 36.6 29.56 9.17 $ 22.55 6.28 
Change in Non with- With- Dividends 21.... 45.14 35.09 49.06 Tal 30.48 ; 19:60 ' 23-06 , 16.71 
Dividends drawable drawable left to 22... 46.98 36.33 51.10 39.27 31.44 20.04 23.58 17.14 
from 1940 proceeds proceeds accumlte. 23... £8.94 37.63 53.28 40.72 32.45 20.52 24.14 17.62 
iia Ei % % % 24. , coae ree 95.60 be rg pt: 24.71 Hy 
Metnd PALS ccs chwed LTT Cage RO ALE ER OAS TSO Deiat =9.. 53.25 48 58.12 3.89 34.6: 21.52 25.32 8.6 
AMOr. EXOMGs IEAM... -BAMG ~. 56 cineeies ole x Oxccuwece, 3.5 3.5 3.5 26. 55.70 42.04 60.79 45.64 35.82 22.08 25.98 19.13 
Bankers, Neb. ...... temtatively same... occ scene 27 i 58.30 43 72 63.69 47.49 37.08 22 9 5 26.66 19. + 
OSCE SROOUERN <5 o'n2 > SMAI ocacacaly ow oreo. eda eeun cas 3.0 3.0 3.5 = 61.11 45.52 66.82 49.48 38.43 23.29 27.40 20.2 
Calif.-Western ...... SRR arate cor Aatereray ens ea guar. rate : 4.0 “e oa 47.45 wos 68160 638.85 2837 CS 
708 é < : 3 7.48 49.49 73.87 53.90 41.38 24.72 29.08 2 
COMED AT Oe we cia! « 2's os SANE) oo cin's ole siya wtewis sci siviecn 3.5 3.5 3.5 31 71.08 51.72 77.88 56.38 43.03 25.51 30.01 2: 
Columbus Mut. ..... approx. 15% ine. on 3%% poli- 32 75.03 54.12 82.26 59.04 44.77 26.39 31.05 2: 
cies, new 8% policies to be 33 79.34 56.72 87.06 61.92 46.64 27.33 32.15 23. 
HGGHtER TAM: Bik dwie vse oeeds cc 34.. 84.12 59.54 92.35 65.06 48.66 28.37 33.38 24.65 
Conn. Mutual ..:..... approx. 8% reduction.......... " prog re By ae ie er Pg peg 25 a2 
Ronti ae ie iG Che a8 36 95.2 5.9% 04.66 72.15 53.15 30.7 36.13 26.47 
ee ae “— pre cides June GO... cess 3.5 3.5 3.5 27 101.70 BE 111.86 76.18 55.66 32.02 37.67 46 
aq ble, Can. .....SAMEC 2... .cseccccecccccccsscces 4.0 4.0 4.0 38 108.98 3.5 119.95 80.60 58.36 33.45 39.35 52 
Excelsior, Can. .....5 same through June 30......... guar. rate guar rate 39 117.19 x 129.07 85.46 61.29 34.97 41.14 29.62 
Me PeGeMCn & WUE... SAME .ccccedcwcscencievceccdacce 3.0 3.0 3.0 40 126.52 139.45 90.83 64.48 36.62 43.08 .80 
Fidelity Union ...... OER Pectin athe Bea wien gE 4.0 3.5 4.25 41 137.20 151.30 96.76 67.93 38.40 45.18 .05 
Great Amer., Tex....s SE t<d05 vaek Gua eee ewe 3.0 3.0 3.5 : 149.54 165.01 103.39 71.70 40.33 47.45 .35 
Great Lakes ........5 WARING. ou a ei ake rs ieee: 3.0 3.0 3.5 3 163.94 181.00 110.80 75.82 42.40 49.88 75 
Guardian, N. Y....... Same except reduction on sin- 44.. 180.96 199.95 119.13 32 44.62 52.49 21 
ela ss Pryde 45 201.42 222.65 128.57 28 47.04 55.3 .79 
Sle prem. policies............. guar. rate guar. rate . 139.40 76 
MOMGION, Sees < <ecc.w's MONE st reic nasil eee ca cacele veemaad PO EE guar. rate ie aah cay as 151.87 36 cece cee . 
SRIER NE RPO <0. 312 CINUINOE Keer dsl xo OS sedi ag vo aie wacko ae rate guar. rate 48 166.41 66 
Hey. PROMO MEUCUGL. SUING 6.5 o6/6:0 cs soos o6 nob Sodas io a 3.5 49... 183.59 .30 
EOS avare «wn os CUNO wise dk oon 6 bs woo douches 3.5 3.5 3.5 50 204.21 91 
Manhattan Mut. ..... SHPO, SAMO 2 665626 cee ee ce wns 4.0 3.5 4.0 51 tees -64 
Manufacturers ...... SRRNIN OD og a nia s areca ele: oleae a rere guar. rate except 33... rt 
fixed period in- htt 917 
. 1 5 co 9 TF bf. alg 7h 
Midland Mutual .....s same for 3% policies issued” gets 3.15% woe re 187.50 
aiter Jam 3, 1998, 2... sseeec cc. guar. rate guar. rate 37 -: 
Midwest Life .......5 SOND eras c caves dec ccdude wanes guar. rate guar. rate 58. 
Monarch, Mass. ..... tentatively no change.......... 3.5 3.5 5 59 
Mutual, Can. .......% tentatively no change.......... 4.0 3.5 4.0 60 
Mutual Trust ....... tentatively no change.......... if ep oe 65...... 
National, Vt. ....... SING cece wss conucive Jacwcine caus 3.5 3.5 3.5 66 
ae en Se or ee tote ee bag want 5 7$1,200 or cash value, if greater, prior to maturity. At maturity, $10 monthly 
Northwestern Mut...new schedule ................. ot a ms life income, 10 years certain 9 eA cei 
NOI i tee SCMOCUIS wee nvccencsuce 3.5 3.25 ‘ *Modifiea Life 3 (Min. $5, 000). $10 a month to 20th policy anniversary; then 
Ohio State ..... 5d ERMINE wig dia dre Wh We nw ci dl ide ee etnies 3.0 3.0 3.0 $1,000. 
EROGHES, BEUCURE q..< <0 POCUCHOM (5 i oes ites cee ccweees << 5? a 
Rolfeyholde Nathe :..0 8AING eos ccccire ee oxceec nen 3.5 3.5 3.5 i in Public wholesome planning has accomplished 
Provident Mut. ..... MOMNECENO oo oS aretier acc cits ats a we a Two Prominent Men = blic much. He said that Superintendent 
VUGOMURE 6.0.56 5.-00s generally decreased ........... ~ a a Life Talk at Midyear Rally Pink probably is as great an authority 
State, Ind. ..........same through February........ guar. rate guar. rate meehas Sy = . 1 : 
State Mutual, Mass... approx. 14% decrease.......... 3.5 3.0 3.0 ——— as can be found in the country on hous- 
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*Issues prior to Jan. 1, 1941. 


Aetna Life Cuts Limits — Metropolitan, Prudential THE HOME LIFE INSURANCE COMPANY 
On Single Premium Forms __ on Big Advertisers’ List OF AMERICA 

















New rules restricting the limits on Metropolitan Life stands 51 and Pru- 
single premium policies that will be is-  gential 77 in the list of the 100 lar 
> , gest PROTECTS THE ENTIRE FAMILY 
— — a — by —— national advertisers in the United States 
ife. On single premium life and en- during 1939 which appeared in “Editor Home Life agents are equipped to serve every need for life insurance. 
dowment policies, the new limit is $25,- @ Pyblisher” of Nov 3 : 
000, including cash value on any single Metropolitan Life’s total expenditure Modern policies are issued, on both Industrial and Ordinary plans, from birth 


premium policy already in force. Of j, newspapers, magazines, and radio é 
a gor . Papaliae et aia & Ss, to 64 next birthday. 
the $25,000 premium, not more than chains is given as $1,163,988. The dis- y 


$10,000 may be wads er €N- tribution was: Newspapers, $177,626; OO 
dow ment running for less than 25 years. : ge a al a ey. _ 
No single premium endowment will magazines, $916,122, and radio, — A POLICY FOR EVERY PURSE AND PURPOSE 
be issued for a term of less than 15 _The Prudential total was $866,593, 
years. The limit of single premium im- rey ony oe one barbs maga —_——_o-—— 
mediate annuities, refund annuities and 2!ne, $179,593, and radio, $414,330. ; 
cash refund annuities on one life is lim- es Basil S. —— Senet Le ot 
ited to $50,000 including all previous The Charles B. Knight agency of PRESIDENT 


purchases at the time of application. [pion Central Life in New York had . : 
Any single premium received on a joint paid for business for November of $1,- Independence Square Philadelphia, Penna. 


and survivorship annuity will count for 389,115. The total paid for business for 
its full amount for each life. No re- eleven months is $14,803,924. 

duction in the limit will be made on 
account of group annuities or annuities 
under settlement options. 


V. R. Smith, general manager of the AGENTS WAN I ED 4 


Confederation Life, a former president 


























of the American Institute of Actuaries, Territory Open in Virginia, 
has been appointed by the Canadian gov- Vi ae d K k 
ernment as a member of the advisory West irginia, an entuc ."4 


committee to the unemployment insur- 
ance commission. 





Funeral services were held for Henry GEORGE ‘ ASHINGTON LIFE INSURANCE COMPANY 
L. Meyers, special agent for Northwest- f 
ern Mutual Life at Rochester, N. Y., who 
died at his home two days after he was CHARLESTON, W. VA. 
awarded a pin in recognition of his 47 
years’ service. 
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KANSAS 





ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








Complete Real Estate Service 


e PROPERTY MANAGEMENT 
e SALES e¢ RENTALS 
e MORTGAGE LOANS 


The 
Wheeler Kelly Hagny 


Trust Company 
Wichita, Kansas 











ARKANSAS 





READ -STEVENSON & DICK 


Inc. 


109 South Main Street 
LITTLE ROCK, ARKANSAS 








FLORIDA 





Property Management 
Mortgages—Sales 
Appraisals 


=. HAUGHTON -«. 


COMPANY 
108 West Bey St. Jacksonville, Floride 








ILLINOIS 


MICHIGAN 





EQUITABLE TRUST COMPANY 


600 GRISWOLD STREET DETROIT, MICHIGAN 
e 
Property Management 
Appraisals 
Mortgage Loans 
Sales 


Trusts Estates 


ing in decent quarters. If democracy 
is to live and function, he said, demands 
like this must be met. 

He characterized insurance as a seml 
public institution. Life companies espe- 
cially are limited by law to certain types 
of investments which he regards as de- 
sirable. He said, however, that they 
should be allowed to invest funds in 
these housing projects where they are 
planned wisely. These projects are pro- 
moted under government control by 
companies paying limited dividends. He 
said that life companies have been 
obliged to foreclose on thousands of 
farms and urban properties. In these 
housing projects they may not earn the 
interest that they are on some other 
investments but they are sure to get 
their money, he said. He invited a com- 
prehensive study of these housing prob- 
lems. 

Mayor La Guardia said that he had 
become convinced that the office of in- 
surance commissioner should be _ re- 
moved entirely from politics. He further 
said that savings banks which are not 
in the same category as commercial 
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been sg after careful investiga- 
They have the recommendation 
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MINNESOTA 





DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 








Ralph W. Applegate and Co. 
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THE TITLE GUARANTY 
COMPANY 


4. Elliott Houston, Pres. Aksel Nielsen, Exes. V. P. 
“Home of Landon Abstracts” 


Titles insured thruout Colorado. 
Escrow Service—Loans— 
Abstracts 


1500 Court Place—Denver 
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INDIANA 


THE 


HOWELL-VIGGERS 
CORPORATION 


Certified Property Managers 
Sales 


Second National Bldg. 
Akron, Ohio 


Appraisals 











Property Management 


Leases Sales Loans 
A ppraisals—Insurance 


w. a. BRENNAN inc. 


INDIANAPOLIS 








Klein & Kuhn 


Guaranty Building 
Indianapolis 


SALES APPRAISALS 


Property Management 








Raymond T. Cra Cragin & Co. 
Raymond T. Cragin, AL 
PROPERTY MANAGEMENT 

APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Ares 
National City Bank Bldg. 
CLEVELAID 














YOU CAN INCREASE YOUR INCOME 
in 1938 by stressing liability coverages. 
Profit making suggestions are published 
every month in The Casualty Insuror. 
$1.50 a year. 175 West Jackson Blvd. 


Chicago. 


MISSOURI 
Title Insurance Corporation 


of St. Louis 
810 Chestnut Street 
McCune Gill, Vice President 


Qualified with Insurance Departments 
of Missouri and Eastern States 


—o-— 
Disburses construction funds and in- 











sures against Mechanic Liens 
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OKLAHOMA 
AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 





STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
mmissioner 











banks should be under the supervision 
of insurance commissioners. 

In introducing Mr. Farley, Superin- 
tendent Pink said that the two subjects 
which occupied his mind in early days 
were politics and baseball. Mr. Farley’s 
success, he said, has been largely due 
to his real affection for people. Mr. 
Pink was very gracious in his introduc- 
tion and Mr. Farley said that a few 
years ago his young son about 11 years 
of age had read in a paper something 
about him in which he was called 
“great.”” At the breakfast table he said 
that Jimmy Jr. inquired “Father, you 
do not think you are a great man, do 
you?” Mr. Farley said, “No.” The son 
replied “Neither do I.” 

Mr. Farley referred to the fact that 
the post office department last year did 
a business of $760,000,000. It was es- 
pecially good, he said, in October this 
year as the receipts were $7,000,000 
above those of October, 1939. Therefore, 
he thinks a presidential election is a 
good thing for the post office depart- 
ment once in a while. 


Insurance and the People 


Insurance, he said, represents the 
largest business institution in the coun- 
try. More people are concerned with 
insurance because of its many varieties 
than they are with anything else. It 
touches, he said, more than half the 
people in some way or other and means 
much to them. The business had en- 
countered serious difficulties as all 
others have. He said that insurance had 
passed through these difficult years suc- 
cessfully and is in better condition than 
before. He said that people desire to 
have confidence in those with whom 
they do ‘business and therefore it is 
highly necessary for the insurance com- 
panies and insurance business to be 
carried on with high regard for the 
policyholders, 


No Disrespect is Shown 


Mr. Farley said that during the year 
he visited 1,500 different communities. 
He acknowledged that on a number of 
these he was seeking votes. In no way, 
he said, was there any manifestation of 
any sign of disrespect. He acknowl- 
edged that he had a real affection for 
this country. He said that he had his 
own political views as to the recent 
campaign and he confessed they had not 
changed. However, he said that all 
people should accept the will of the 
majority. It is highly essential, in his 
opinion, for people to lay aside their 
political differences at the time and 
stand back of the government in its ef- 
fort to promote the safety of this na- 
tion. With all hands united there is no 
reason, he added, why the country 
should not be very prosperous. He re- 
ards New York City as the greatest 
city in the world. 


SALES SHORTS 


faith 








Knowledge plus plus plans 
equals zero. 
a 
But knowledge plus faith plus plans 
plus action equals success! 
x x 
Think straight if you want to keep 


from running around in circles. 
- k % 


Salesmanship is faith in action. 
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PER $1,00000 
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~ FRATERNALS 


Assessment Clubs 
in Canada Attacked 


TORONTO—There is a movement 
afoot in western Canada, particularly in 
British Columbia and Saskatchewan, 
to eliminate the so-called “assessment 
club” evil. The Canadian Fraternal As- 
sociation is backing this cleanup cam- 
paign. Most of the provinces have taken 
steps by legislative action to close up 
organizations of this type which operate 
on an unsound basis, but in British Co- 
Iumbia and Saskatchewan they still 
operate on a large scale. 

The assessment clubs adopt names 
similar to those of sound companies or 
societies. Some are labeled “life insur- 
ance clubs,” others use the terms ‘“so- 
cieties” or “mutual benefit.” It is 
charged they are unable to provide the 
same protection as insurance companies 
and fraternals, which must meet strict 
law requirements. 





Association Takes Stand 


The Canadian Fraternal Association 

has openly taken the stand these clubs 
are contrary to public interest, and are 
unfair to fraternal societies, which are 
held to rigid standards of soly ency. The 
association charges as a rule these clubs 
operate primarily for the profit of the 
promoter and his staff. The usual prac- 
tice is to solicit members, charge en- 
trance fees and annual dues, and every 
time a member of the club dies, collect 
an extra dollar from each member to 
turn over to the family of the deceased. 
The assessment club, it is claimed, can 
guarantee no insurance, yet, through the 
ambiguous names adopted, more or less 
pretends to be an insurance company. 
It rarely has the characteristics of a 
fraternal society lodge system, repre- 
sentative form of government, etc. It 
relies on mailing campaigns and per- 
sonal follow-ups to secure members. 
_ There are no such assessment clubs 
in Ontario or eastern Canada. Legisla- 
tion has driven them out of Alberta. In 
1935, Manitoba also took legislative ac- 
tion to force out many such clubs, ex- 
cept those operating on a sound actuarial 
and financial basis. 


Have Considerable Membership 


Four of these are operating in Sas- 
katchewan, according to the Canadian 
Fraternal Association, with aggregate 
membership of 13,500, and without in- 
surance department supervision. The 
association claims these clubs are on an 
unsound basis. 

The association reports 15 to 20 as- 
sessment clubs operate in British Co- 
lumbia, and are not responsible to the 
department. Their membership is in ex- 
cess of 20,000. A special committee of 
the association recently was appointed 
to study the situation. 


Milwaukee Congress Meets 
MILWAUKEE — Fraternalism and 


Americanism were subjects discussed at 
a joint meeting of the Sunday Morning 
Breakfast Club and Milwaukee Frater- 
nal Congress. Leo Packard, congress 
secretary, commented that one of the 
first acts of Hitler when he assumed 
power was to disband fraternal socie- 
ties. “There would be no war in Eu- 
rope today if the various fraternals had 
been united as one dynamic force, as 
they are being united in America.” 


Grundle Talks on Church Music 


Joseph Grundle, secretary Catholic 
Family Protective and secretary Mil- 
waukee Board of Fire Underwriters, ad- 
dressed a Milwaukee luncheon club on 
“The Why of Catholic Church Music.” 
He has been a church organist there for 
many years. 











Just the thing to convince hard boiled 
prospects—“24 Men in 24 Years.” Order 
s, hooklete for $1 from National Under- 

ter. 


Annual Meeting 
of Commissioners 


Will Be in Detroit 
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he is now at his office every day and 
is moving along with steady strides. 

At the executive committee meeting 
Commissioner Williams of Mississippi 
called on zone chairmen to report. 
Blackall, of Connecticut is chairman of 
zone 1, Bowles of Virginia, No. 2, Mc- 
Cormack, Tennessee, No. 3, Yetka, Min- 
nesota, No. 4, Harrison, Arkansas, No. 
5 and Neslen, Utah, No. 6. Some zone 
commissioners met since the last meet- 
ing and others did not. 

The committee on examinations held 
an executive session Tuesday morning 
with J. G. Read presiding. It was de- 
cided that in case a company did not 
operate in any state within a zone there 
should be no examiner participating 
from that zone. 


C. C. Fraizer Presented 


C. C. Fraizer of Aurora, new Ne- 
braska commissioner-designate, was in- 
troduced to the convention. He was 
nee of the Nebraska Willkie clubs. 

J. Herbert, recently elected Ohio 
ake -general, was presented. He ac- 
companied Superintendent Lloyd. Mc- 
Kay Reed of Louisville, former Ken- 
tucky commissioner, registered. R. L. 
Bowen, former Ohio superintendent, 
was present. 

Equitable Society gave a luncheon to 
all hands Tuesday noon, R. J. Starrett 
of the president’s staff being in charge. 
The Equitable band furnished the mu- 
sic. Commissioner Blackall of Connecti- 
cut at the close expressed the apprecia- 
tion of those present. 

A luncheon for the ladies was given 
at the Ritz Carlton Tuesday with Mrs. 
L. H. Pink, wife of the New York su- 
perintendent, in charge. There was a 
style show following the luncheon. Mrs. 
Pink extended greetings to the visiting 
women. 

Philip Kniskern, president National 
Association of Real Estate Boards, was 
present and held conferences with the 
committee on real estate appraisals 
headed by Harrington of Massachusetts. 
Commissioner Apodaca of New Mexico 
wired regrets at his being unable to at- 
tend. 

The report of the committee on valu- 
ation of securities is: ; 

Resolved, that, for the submission of 
annual statements to the various depart- 
ments as of Dec. 31, 1940, bonds not in 
default as to principal or interest, which 
are certified by the insurer submitting 
the statement to be amply secured, shall 
be deemed amply secured; provided, that 
they are included in the classifications 
described below; 

(A) Bonds issued, assumed or guar- 
anteed by the United States or the Do- 
minion of Canada or any political sub- 
division therein, or any civil division or 
public instrumentality of any of the fore- 
going which are legal for investment by 
insurance companies under the laws of 
the respective states. 

(B) Bonds rated in any of the first 
four grades by at least two of the rec- 
ognized rating services. 

Bonds rated in any of the first 
five grades by at least three of the rec- 
ognized rating services. 


Actual Sales or Bid Prices 


(D) Bonds which do not meet the 
tests under (B) or (C) but which are 
rated in any of the first five grades by 
two of the recognized rating services; 
provided, that actual sales or bid prices 








THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1893 
A Legal Reserve Fraternal Benefit Society 


Bine West Miller 
Bupreme President 


on such bonds reached 55 percent or 
higher during each of the months of 
September, October and November, 
1940. 

(E) Corporation bonds not rated, or 
rated less than two of the recognized 
rating services, and foreign government 
bonds other than Canadian, may be 
classified under (B), (C) or (D) if they 
are of security equivalent to bonds in 
such classifications and satisfactory evi- 
dence thereof is presented. The ratings 
referred to herein relate to the Dec. 1, 
1940 ratings issued by the following four 
recognized rating services: Moody’s In- 
vestors Service, Poor’s Publishing Com- 
pany, Fitch Investors Service and Stand- 
ard Statistics Company. 


Exchange of Assets 


The subject of exchange of assets was 
discussed. Harrington proposed a mo- 
tion which was adopted to the effect that 
it be recommended to the commissioners 
that insurers be required appropriately 
to indicate such exchanges in their an- 
nual statements. The method of indi- 


cation recommended was the abbrevia- 
tion “ex” followed by a numeral in 
parenthesis after the description of the 
asset disposed of and the asset acquired. 
The reason for this action is to provide 
a means of ready check as to the cor- 
rectness of the values stated when ex- 
changes are made. 

It was also pointed out by the chair- 
man of the committee that the resolu- 
tion printed on page 185 of the June, 
1940 proceedings of the association with 
reference to the amortization of pre- 
miums paid on mortgages insured under 
provisions of the national housing act 
contains a clerical error in that a. 
ence is made to mortgages insured * 
the Federal Mortgage Corporation.” The 
words in quotation marks constitute an 
error and in order to correct the situa- 
tion the committee adopted the follow- 
ing resolution which is recommended to 
the convention: 

Resolved, that the companies be al- 
lowed to take credit for the amortized 
value, on a five year basis, for the pre- 
mium paid on a mortgage insured under 
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FIFTY-SEVEN YEARS 


@P ON JANUARY 5, Modern Woodmen of America 
rounded out fifty-seven years of faithful 
life insurance service to members and 
beneficiaries. During this long period 
the Society has disbursed in excess of 
$610,000,000 in death and cash benefits. 
All claims are paid with a promptness 
equaled by few life insurance organiza- 


@p MODERN WOODMEN OF AMERICA has always 
fulfilled its mission of human helpfulness. 
lt has disbursed thousands of dollars in 
cash for the relief of distressed members 
throughout the United States. 
than 11,000 members have been treated 
free of charge at its tuberculosis Sana- 
torium in Colorado. 


Life Insurance Protection for the Entire Family 
MODERN WOODMEN OF AMERICA 


More 


ROCK ISLAND, ILLINOIS 
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WITH 
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Am ASSOCIATION for LUTHERANS 


The largest legal reserve life insurance organization 


exclusively for 


Synodical Conference Lutherans. 


Appleton, Wisconsin 


Alex. O. Benz, Pres. 


Otto C. Rentner, Vice-Pres. 


Wm. H. Zuehlke, Treas. 
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the provisions of the national housing 
act. 

Owing to the retirement of Commis- 
sioner Lovejoy of Maine from office his 
place on the executive committee was 
filled by election of Albert F. Jordan 
of District of Columbia. Gontrum of 
Maryland advocated the formation of a 
bureau of information and research for 
the benefit of the entire body. This will 





















enable the association to function more 
effectively. It should be manned by 
capable employes. A few years ago 
Pa - of Illinois recommended the ap- 
pointment of an executive secretary. 
The main problem, President Blackall 
said, is to get money to meet the de- 
mand He will address the commis- 
sioners on the subject and get their 
vi iews. Blackall will report to the ex- 
ecutive committee before the Detroit 
meeting so that the subject can be 
ligeste ed. 

Massachusetts, chair- 
ee on real estate hold- 
series of rules govern- 

phot other than home office 
Of ’ This has to do wit! ralua- 
tion of propertv. The report was 


The report is: 


adopted. 


Rule 1 In event of foreclosure of 
mortgage, or deed in lieu thereof on 
real estate, said real property shall be 

at an amount computed as 





balance of the 








e unt mortgage, 
plus the unpaid interest on the mort- 

assumed by the company to an 
amount not exceeding interest due for 
one year, plus unpaid taxes or any part 
thereof for one year immediately 
preceding foreclosure. The foregoing 


constitute the book value of 
the real estate in the absence of an ap- 
made within one yea If an 
made by an “Rainer 
appraiser, is available. and if 
value be less than the 
s computed above, the appraised 
then bec ome the book value. 
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ve secured to determine the value of 
such real est ate for future holdings. 
Such appraised value, if | n a pre- 
viously determined value, supplant 
same provided the commissioner of in- 
surance is satished as to competency of 
the appraiser In no event shall the 
value be greater than the unpaid bal- 
ance of the mortgage, exclusive of in- 
terest and taxes 
Annual Depreciation 

Rule 3. Buildings, which have been 


repossessed by an insurance company 





through mortgage foreclosure or other- 
wise shall be depreciated not less than 
2 percent annually. Further justifiable 
depreciation or appreciation of build- 
ings may be allowed by the commis- 
sioner for reasons which he shall set 


forth 
Before 
granted, 
inquiries to : 
employed by 
the real 
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com- 
and 
extension as he deems 
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the foregoing 
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Guertin of New Jersey re- 
committee that had been 
question of valuation of 


por tec the 


stuacying tie 





bonds, finding there was a lack of uni- 
formity among the states. He referred 
to the recent program set forth by the 
New York department as to such valua- 
tions, saying that it met with approval 
on the part of the committee, but they 
recommended modification in two 
points. 

The New York department had five 
classes of bonds which could be amor- 
tized. The committee recommended 
that all public securities be placed in the 
amortization class, the New York de- 
partment making some exceptions. It 
also had a recommendation as to bonds 
that had been purchased direct and 
where were there no market quotations, 
providing that they be amortized. The 
in change was in the fifth group con- 





mi 
sisting largely of railroad bonds, some 
public utility and some industrials. It 
was agreed that where two standard 
services gave a bond rating and the 


55 or higher during Sep- 

and November, it 
There must be a 

month. 


bond sold at 
tember, October, 
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sale however during each 
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Annual Statement 
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he individual in his efforts 
to achieve financial independence and 
security. The average man is too apt 
to think of low interest rates as an ad- 
vantage to him whereas actually they 
cut both ways. This is clear to the 
savings bank depositor who has seen 
the annual dividends on his savings ac- 
count reduced from $4.50 for every 
$100 10 years ago to as little as $1.50, 
in some cases, in 1940. It is less clear 
to life insurance policyholders since the 
relationship of low interest rates to 
their insurance is not self-evident. An 
appreciation of this fact by policyhold- 
ers would undoubtedly contribute to a 
better understanding of how life insur- 
ance works.” 

It was urged that liberalization of 
policy provisions in the year should be 
noted in the report. Broadening of 
benefits and privileges of life insurance 

matter of gradual evolu tion so that 
nges and improvement in any single 
to the executive to be 


and hamper t 


n* 
Po 


rear may seem 
of relatively minor importance in rela- 
tion to the long term trend. Neverthe- 
less, product improvement is a posi- 
tiv indication of th progressive 


character of management and the vi- 
tality of the industry. 
More Sex Appeal Urged 

. . ww ii 
for Institutional “Ads 
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Mutual Life took off, respectively, J. M. 
Holcombe, = 3. N Woodson, and 
Lewis W. S. Chapman of the Life In- 
surance Sales Research Bureau 

To the tune of “Alice Blue Gown,” 
Mr. Holcombe sang: 

= . At the schools I appear 
And I try to make clear 

The bunk that my colleagues 
Dish out every year.” 

“The Analagizer” was a dig at pro- 
gramming devices generally and the 
Mutual Benefit’s “Analagraph” in par- 
ticular. James Toomey, associate gen- 
eral agent Connecticut Mutual; Ben 





Policy Wallets 


Pertect for Remembrance Advertising ! 
Leather Policy Wallets 


Bleck grained leather policy wal- 
lets with 7 envelopes inside. $1 
es. or 75e ea. in doz lots. 
oe hy! leather lined, $1.76 

, ee. in doz lots 
Cash “with order unless rated con- 
cern. (Cowhide Sales Pac. 1-ineb 
rings, inside zipper pocket, $3.50.) 


KING’S 


916 CALHOUN ST. 
FORT WAYNE, IND. 

















Altace: general agent, Mutual Benefit, 
and Jerome Siegel, Prudential, put the 
prospect, portrayed by Mr. Anzel, on a 


table and through a highly complicated 
series of tests, using gadgets reminis- 
cent of Prof. Lucifer K. Butts. Manuel 
Camps, Jr., general agent John Han- 
cock, was the announcer for this skit 
and acted as general master of cere- 
monies for the entire show. 

The final number was a_ minstrel 


show which featured a number of songs 
parodying popular tunes. To the tune 
of the old-time favorite, “Ma, He’s 
Makin’ Eyes at Me,” Mr. O’Mara sang 
of proselyting: 

“When he heard my volume was good 

“He suggested my agency was too 
congested,’ and a few bars later, 

“He’s put nothing down in writin’; 

But the louse is proselytin’; 

Ma, he’s hirin’ me!” 

George P. Shoemaker, general agent 
Provident Mutual, was chairman of the 
show committee, which also included R. 
G. Engelsman, Penn Mutual, Timothy 
Foley, State Mutual, Mr. Camps, Mr. 
Salinger, Kenneth Anderson, Provident 
Mutual, Hubert Davis, Union Central, 
and Harold Taylor, Mutual Life. Gil- 
bert Austin, Aetna Life, Brooklyn, was 
stage manager. Mr. Anderson wrote 
the words to all the songs except for 
two, one of which was written by Mr. 
Shoemaker and the other by Mr. Foley. 

L. W. S. Chapman, Sales Research 
Bureau, and Lester Rosen, Union Cen- 
tral, gave a two piano number. 


Caminetti Files Briefs 

LOS ANGELES—Commissioner Ca- 
minetti has filed with the California 
supreme court a brief in his two sep- 
arate appeals from the decision of Supe- 
rior Judge Vickers denying petitions to 
set aside the voting trust agreement of 
Pacific Mutual Life, the case having 
been argued some weeks ago. 
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A Pocket Size 
VISUAL SALES BOOK 


ERE’S a visual sales book that’s 
just what its name, Pocket 
Book Pictures, implies. It’s pocket 
size (3% by 5% inches). It pictures 
life insurance in terms of the pros- 
pect’s pocket book—with 30 pictures 
and a selling idea to go with each. 


Just the thing always to carry 
in your pocket to visualize specific 
benefits of life insurance. Complete 
instructions on using Pocket Book 
Pictures effectively, and sales talks 
for each picture, given free with 
each book. 


Prices—Single copy, $1.50; 10 
$1.30; 25 @ $1.20; 50 @ §1.10. 
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Draltees Take Big Vdeme 
of Government Insurance 


AYER, MASS.—In the first few days 
of camp life for the 909 draftees at Camp 
Devins, more than half of them have 
taken out $1,500,000 of insurance under 
the government’s national service plan. 

Staff Sergeant R. J. Kaufman of 
Rochester, N. Y., has been made general 
agent of the government's insurance of- 
fice and has been given a staff of 12 


army clerks to handle the business. 
The average amount taken out is 
2,500. A few have. subscribed for 


$5,000 and $10,000 policies. 
RESULTS AT CAMP 

According to reports at Camp Dix, 
N. J., 75 percent of the draftees, none 
of whom ever had spent a cent on a 
life insurance policy, have taken out 
government life insurance coverage. The 
greater part of the policies are of the 
$1,000 type. Only one $10,000 policy 
has been taken out, by Chang Yuen 
Chan, a Chinese from New York City. 


DIX 


Actuary Wants Calendar Reform 


At the meeting of the Actuaries’ Club 
of Philadelphia, Harold M. Horne, as- 
sociate actuary of Girard Life, presented 
the case for the revised world calendar 
of 12 months, versus the International 
Calendar of 13 months. He believes 
1950 is a logical year for putting calen- 
dar reform into effect, as it is the next 
vear to start with Sunday, the first day 


of the week. 
Maurice H. LeVita, statistician of Fi- 
delity Mutual, discussed various types 


of charts and graphs in their applica- 
tion to the business. 

Charles E. Rickards, assistant actuary 
of Penn Mutual, reviewed the brief pre- 
sented to the TNEC by a number of 
companies discussing the material pre- 
sented at the public hearings. Provi- 
dent Mutual was host at this meeting. 
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Successful Management and 
Sales Idea Given by Utter 


DEROIT—A philosophy of agency 
management based on nearly a half cen- 
tury’s experience in the field was pre- 
sented before the Associated Life Gen- 
eral Agents & Managers by A. C. Utter, 
general agent New England Mutual. 
Mr. Utter’s agency placed second 
among his company’s 75 offices in 
October. 

Much has been said about raising the 
standards of the life insurance business 
and paying more attention to its ethics, 
yet general agents continue to enter 
into contracts with men who have been 
discharged from other agencies, usually 
for good cause, Mr. Utter declared. If 
a man does not make good with one 
company, he is not very likely to do so 
with another and if he has done some- 
thing for which he was discharged, 
transferring him to another agency is 
not likely to reform him, Mr. Utter said. 


Study Selection of Men 


More attention should be paid to the 
problem of the selection of men. Dur- 
ing the first interview Mr. Utter asks 
the prospective agent for a list of per- 
sons whom he knows and has had con- 
tact with, together with their occupa- 
tions. This list enables him to size up 
the prospect’s potential possibilties in 
the business, indicates whether the man 
is a mixer and whether he knows the 
right kind of people to serve as an ef- 
fective prospect beginning. 

Probably the most important factor in 
judging a prospective agent’s chance for 
success is whether or not he has a burn- 
ing ambition to be successful, Mr. Utter 
asserted. If he doesn’t seem to care 
whether he is successful or not, he prob- 
ably never will be and it certainly will 
not pay to invest any money in train- 
ing and maintaining him. Recruiting is 
more vital today than ever before, he 
said, because the draft and national de- 
fense activities will take men from the 
agencies. 


Should Be Told Facts 


New men going into the business 
should not be told that the sale of life 
insurance is easy; they should be told 
that the first two years and even the 
first five years will be hard, just as the 
first few years are hard for the doctor 
or the lawyer, and for exactly the same 
reason. Every professional man must 
serve his apprenticeship before he 
begins to reap the rewards of his ac- 
quired experience. Even so, the life un- 
derwriter probably has the better 
chance to make a good living reason- 
ably early. 

Mr. Utter places more stress on a 
man’s character than he does on the 
amount of training he is willing to 
undergo or the amount of reading and 
studying he will do. He tells his men 
that if they make any less than eight 
or 10 calls per day and secure any less 
than two thoughtful interviews per day, 
they are not working full time in their 
chosen profession—they are part-timers. 
There is a very great difference between 
earning and yearning! 

Effective Paper Approach 

The most effective approach Mr. 
U tter has run across is simple yet dra- 
matic. The agent is instructed to ap- 
proach his prospect something like this: 
“Mr. Smith, this piece of paper I have 
in my hand represents all of your earn- 
ings for the last 20 years, regardless of 
what they amounted to. Living ex- 
penses, taxes and the like have con- 
sumed the greater portion of those earn- 
ings. What you have left today is 


probably something like this.’ (The 
agent tears off a small corner of the 
paper and drops the remainder to the 
desk.) 

“ff you insure your earnings from this 
time forward, in another 10 years your 
savings will be more like this.” (Agent 
picks up the larger portion of the paper 
and tears off a larger corner.) You can 
do this safely and conveniently through 
life insurance. If this little demonstra- 
tion has brought up a problem of yours, 
all I ask is a chance to discuss it with 
you and to offer a solution.” 


Can Illustrate Estates 


The same graphic method may be 
used to illustrate other phases of life 
insurance, such as a man’s estate when 
he dies. In this case the full sheet rep- 
resents the estate at the time of death. 
Sections are removed to represent fu- 
neral expenses, administrative expenses, 
current debts, inheritance taxes and the 
like until there is but little left. 

The agent should not talk about his 
prospect’s needs; he should talk about 
his wants instead. A man’s needs are 
limited but his wants are much broader. 
Every man and woman living inwardly 
wants a life insurance maturity. It is 
the agent’s job to persuade him to set 
the machinery in motion to bring this 
about. 


Use Preapproach Letters 


One of the most helpful things a gen- 
eral agent can do for his men is to send 
out letters to their prospects, telling 
them that the company has asked Mr. 
Blank to call and explain how he can 
be of service to them. Mr. Utter said 
that he has sent out more than 75,000 
such letters, giving his agents the 
benefit of the company’ s prestige. In at 
least 85 percent of the cases the letter 
has aided in getting a favorable hearing. 

Special study to means to overcome 
prospects’ procrastination was urged by 
Mr. Utter. Men should be urged to 
think deeply on this subject. One effec- 
tive method is to teac’ the agent to say: 
“Mr. Smith, if you and I knew that we 
could make an engagement right now 
to meet in your office 90 days from to- 
day and knew that we should be able 
to keep that engagement, there would 
be no reason why either of us should 
have life insurance. But unfortunately, 
our ability to meet three months hence 
depends on our both surviving those 90 
days. We cannot say definitely that 
either of us will be here at that time as 
60,000 men die every year whose life 
insurance policies have been in force 
one year or less! Don’t you think it 
would be wise for you to sign that ap- 
plication today?” 


Interviews Measure Day’s Work 


Agents should never be allowed to 
forget that the only adequate measure- 
ment of a day’s work is the number of 
thoughtful interviews they succeed in 
obtaining in the course of the day. 

For many vears Mr. Utter helped the 
underdogs in his agency by giving them 


FACT FILE INFORMATION 





leads that came into the 
now he has 
has given 


the voluntary 
office but for some years 
reversed this process and 


them to the leading producers. The 
leading producers have earned them, 
will do more with them and are en- 


titled to whatever favors the office can 
give them. It should not be hard for 
any agent to accumulate an age change 
file of 1,000 names in two or three years 
of work. Every day such a file turns 
up good prospects. <A third of all life 
insurance is written around the time of 
the age change, yet many agents ne- 
glect this sales opportunity. There is 
also a veritable gold mine in the “or- 
phan” policyholder list in every office. 


In discussing U. S. baby bond competi- 
tion, Mr. Utter pointed out that the bonds 
are inflexible while life insurance offers 
many different plans for the accumula- 
tion of wealth. Most persons buying 
baby bonds designate a beneficiary, just 
as they do with life insurance. How- 
ever, the beneficiary of a baby bond 
can’t be changed as long as the bene- 
ficiary remains alive. 

For the past 15 years Mr. Utter has 
held no agency meetings except an Oc- 
casional social gathering. Through pri- 
vate conferences he has found that in- 
dividual problems can be discussed more 
frankly and fully than in an open 
agency meeting. 





Constant Self-analysis Is 
Recommended for Agent 





Valuable information on the market 
for life insurance today was given by 
W. M. Rothaermel, agency vice-presi- 
dent Pacific Mutual Life, at a meeting 


of the Los Angeles Life Underwriters 
Association. 
Every agent should analyze his own 


particular market to find out what the 
trends are. Generally, Mr. Rothaermel 
said, it has been found that about one- 
fourth of the life insurance buyers are 
women. More than one-half of the buy- 
ers today are over 30 years of age, al- 
though there has been some slight shift 
into the age groups below 30 due to the 
draft. 


Many Single Men Buying 


There is evidence that single men are 
buying more than one-fourth of the pol- 
icies today and strangely, he said, about 
two-thirds of the applications are being 
secured from persons otherwise unin- 
sured. It appears that the average com- 
pany may expect to get about 20 per- 
cent of its new business volume from 
its policyholders and 333 percent from 
policyholders of other companies. This 
last figure is significant because many 
of an agent’s policyholders are listed 
among that one-third insured in some 
other company. 

On an average only one out of every 
13 buyers is a man ‘who already owns 
$5,000 or more of life insurance. There- 
fore, Mr. Rothaermel emphasized, it 
may be assumed that comparatively few 
agents are soliciting in this upper 
bracket. 


Figures on Women Buyers 


The buying of life insurance by 
women appears to be equally divided as 
to volume and number of policies be- 
tween housewives and business women. 
\verage figures show that about 29 per- 
cent of all business is written in the 
month prior to the age change. Studies 
reveal 41 percent is written on first in- 
terview, 32 percent second interview, 17 
percent third interview and 10 percent 
fourth and subsequent interviews. About 
60 percent of the business comes from 
referred leads or from people whom the 
agent knew in some way before the first 
interview, Mr. Rothaermel said. 

Success today is predicated on proper 
working habits, proper prospecting and 


Comparative Popularity of Policy Forms 


Of all ordinary policies sold in 1939, 91 percent were written on three 
forms of adult coverage as follows: whole life,63 percent; endowment, 19 per 
cent; term 9 percent. Since 1935 the popularity of the whole life forms has 
decreased 4 percent, endowment increased 4 percent and term increased 20 


percent. 


Source: Sales Research Bureau. 


proper sales procedure. If the agent 
can translate these into questions and 
supply the answers he is well on the 
road to success. One of the first ques- 
tions is whether the agent is seeing 
enough people. How many is “enough?” 
Mr. Rothaermel asked. Each agent 
must establish his own “par.” 

This means working backwards, first 
setting up budget requirements in dol- 
lars and cents for the year, then de- 
ducting estimated renewal earnings to 
find out the amount of first year com- 
missions that will be necessary. From 
this sum can be determined the average 
policy and average commission required, 
and also the number of cases that must 
be written each year. The agent then, 
if he knows his sales ratio, can deter- 
mine the minimum number of people 
he must see each month, week and day 
The most successful agents have done 
this, Mr. Rothaermel declared, and no 
less successful agent can afford not to 
do it. In regard to prospecting, the 
right person for each agent is the one 


he can hag business with at a profit. 
Callbacks are expensive. Some pros- 


pects are actually closed at a loss. 


Preperation for Interview 


oughly ‘the agent prepares for an ef oened 
view. He may be seeing enough peo- 
ple and seeing the right kind of people, 
but unless he is saying the right thing, 
the sale will be lost. Is the sales pres- 
entation organized carefully? he asked. 
Is it revised frequently? Does the agent 
have a really organized sales presenta- 
tion or just a habit talk? The trouble 
with a habit talk, he said, is that it may 


be a bad habit. ~ 
Rehearsal, drill and revision are es- 
sential to keep a sales talk fresh and 


effective. Many successful producers 
memorize sales presentations and carry 
a card or an outline of the talk as a 


guide. 
Finally, he said, and perhaps this 
should come first, is that from time tc 


time the agent should ask himself 


whether he is in the right business. Un- 
less he is thoroughly sold on it and 
enthusiastic, his work will lack punch 


and sincerity that ts necessary to con- 
vince the prospect. 


Propounds Some Questions 


Questions to ask periodically are: Can 
I grow enthusiastic about the business? 
Do I believe that it is the grandest call- 
ing in the world? Do I feel an urgent 
desire to see people and present to them 
the only solution to their problems? Do 
[ feel that when I interview a man he 
is not doing me a favor, but that I am 
doing him one? Do I feel that in reality 
I am not representing any company— 
I am representing that man’s wife and 
children? 
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sion of both kinds of payments over a 
prolonged period tends to equalize or 
stabilize their purchasing power, the one 
with the other to a very considerable 
degree. 

“Expenditures by the federal govern- 
ment in excess of income during the past 
few years have been disquieting to many 
thoughtful persons and no one will 
claim that this can go on indefinitely. 
Inflation itself, in anything like the 
commonly accepted sense of the term, is 
not the inevitable sequel that it is some- 
times assumed to be. Inflation is only 
a possibility, not a certainty; and, ac- 
cording to many experts, it is even now 
not a very probable possibility.” 


Possesses Great Resources 


This country luckily possesses produc- 
tive capacity, national wealth, and other 
economic resources, sufficiently strong 
to make it far more resistant to inflation 
than were, for instance, some European 
countries. This country has available 
much stronger positive controls against 
inflation now than were ever before 
available to it. Even if so-called infla- 
tion of some kind or degree should ulti- 
mately materialize, there is no reason 
to assume that the holders of life in- 
surance would suffer more than the 
holders of most other investments. 

Even assuming an inflation of consid- 
erable extent, would a person cancel 
the fire insurance on his home if he be- 
came convinced that the cost of recon- 
structing it would be doubled, Mr. Lin- 
coln asked. “Would he not, on the 
contrary, double his fire insurance? Simi- 
larly, if a man became convinced that 
the ‘purch asing power of his beneficiaries 
arising out of his life insurance were 
sure to be halved by future events, 
should he not increase his life insurance 
instead of reducing or cancelling it?” 


Not a Speculation 


Probably every policyholder will agree 
that he does not buy insurance in order 
to speculate on the dollar. His primary 
purpose is to program his insurance re- 
quirements on the basis of his bene- 
ficiaries’ needs or his own needs in old 
age. These things will proceed regard- 
less of any possible difference between 
the average purchasing power over any 
period in which he has been paying his 
premiums and the average over the pe- 
riod in which his beneficiaries or he will 
be spending their benefits. 

“Putting aside for the moment, how- 
ever, the fundamental purpose of life in- 
surance, that is, protection against the 
eventuality of death, it may also be said 
that there is no form of investment as 
such, possessing a like degree of safety, 
which can be purchased in so convenient 


a manner as life insurance through the. 


periodic payment of insurance premiums. 
Despite minor changes in average pur- 
chasing power, millions of individuals 
have found it wise to retain, and even 
to increase, their life insurance and their 
annuities, with most satisfactory results 
to their dependents and themselves,” Mr. 
Lincoln declared. 





VIEWS SERVICE COVER 





In discussing the government’s insur- 
ance provision for men drafted for mili- 
tary or naval service, Mr. Lincoln said 
the question may be asked “Why could 
not the life insurance companies provide 
insurance at a cost comparable to that 
charged by the government for men in 
the armed service?” The answer is that 
in normal times premiums charged for 
life insurance do not contemplate, and 
make no provision for, the hazard in- 
volved in insuring a great group of men 
likely to engage in military or naval 
service in time of war. While life com- 
panies have been able to assume that 
risk among policyholders who have been 
insured for some years, and they have 
done so, the safety of the insurance of 
existing policyholders demands that the 


companies protect them either by pro- 
viding for the payment of an extra pre- 
mium, or the limitation of the life in- 
surance benefit, on new policies issued 
to those presently subject to military 
or naval service in time of war. 

This risk is one which may properly 
be assumed by the government to a lim- 
ited extent, limited because of the great 
financial risks involved. Beyond that, 
life insurance companies can perform a 
very necessary and vital service by en- 
abling those who may need additional 
life insurance covering the hazard of 
war, over and above that provided by 
the government and above their existing 
insurance, to purchase such additional 
insurance on the condition that an extra 
premium be paid in the event of partici- 
pation in war. 





WAR CLAUSE 





While the life companies have not as 
yet generally included a requirement in 
policies being currently issued that an 
extra premium be paid or the life insur- 
ance benefit limited in event of war serv- 
ice and while it is earnestly hoped that 
there may be no necessity for applying 
such clauses, preparedness may require 
that such clauses be included in new 
policies generally. If there is to be no 
war, there will be no limitation and no 
extra premium will have to be paid, but, 
if there should be war involving the 
United States, existing policyholders 
who are our first responsibility, should 
be protected against the excessive death 
losses to be expected under policies to 
be purchased by those contemplating 
war service. 





TNEC STATEMENT 





Mr. Lincoln reported that 178 com- 
panies have signed the statement of facts 
filed with the Temporary National Eco- 
nomic Committee which will be incor- 
porated as part of the committee’s 
record. Eliminating the Canadian mem- 
bers, all but 11 of the 58 United States 
members of the Life Presidents Associa- 
tion have signed the statement. All 
but 24 of the 147 United States mem- 
bers of the American Life Convention 
have signed, 31 companies being mem- 
bers of both organizations. In addition 
there are 39 signatures of companies not 
members of either of those organiza- 
tions. 

Mr. Lincoln reported that Senator J. 
C. O’Mahoney, chairman of the TNEC, 
who, after having carefully read the 
statement sent Mr. Lincoln a telegram: 
“Have read complete statement. Please 
express my appreciation to committee 
for manner of handling.” 

In commenting on the TNEC activi- 
ties, Mr. Lincoln said the record pre- 
sented to that committee by the counsel 
representing the Securities & Exchange 
Commission, bears witness to a zealous 
endeavor to present to the committee 
such pieces of evidence, usually isolated 
instances, as seemed to him after a 
search of the business to warrant 
special attention. 


Not Adequate Presentation 


“In the opinion of many of those hav- 
ing responsibility for conducting the 
business of life insurance, the zeal of 
counsel for the Securities & Exchange 
Commission has left the record some- 
what short of an adequate presentation 
of the picture of life insurance as a 
whole. It was to supplement and cor- 
rect this record that the statement filed 
with the TNEC was prepared and 
offered for inclusion therein. I may 
say, as one who had considerable con- 
tact with these proceedings, that the a- 
titude of the TNEC and its chairman, 
Senator O’Mahoney and its vice-chair- 
man, Representative H. W. Sumners of 
Texas, has seemed to me to be an atti- 
ude of fairness prompted only by a de- 


sire to ascertain the place of life insur- 
ance in the general economic picture 
which was being studied by the com- 
mittee.” 


Strong Stand on 
Raising Standards 


(CONTINUED FROM PAGE 3) 


S. Chapman of the Sales Research Bu- 
reau; Duff, president E. A, 
Woods agency, Equitable Society, 
Pittsburgh; Ray Hodges, Ohio National 
Life, Cincinnati; Gale Johnston, Metro- 
politan, St. Louis; Roy Ray Roberts, 
State Mutual, Los Angeles; H. 

Wright, Equitable Society, Chicago, N. 
A.L.U president; and C. J. Zimmerman, 











Connecticut Mutual, Chicago, immedi- 
ate past president. 
Review Institute’s Work 


at Annual Meeting 
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institute now represents more than 62 
percent of the life insurance in force in 
this country. 

Chairman M. A. Linton, president 
Provident Mutual Life, presided. Holgar 
J. Johnson, institute president, conducted 
the forum discussion and gave his an- 
nual report, in the form of reports by 
individual staff members, and R. Leigh- 
ton Foster, representative of the Cana- 
dian Life Officers Association discussed 
“Twenty Years of Institutional Adver- 
tising in Canada.” Various members of 
the institute’s staff and its advertising 
counsel, J. Walter Thompson Company, 
reported on departmental activities. 


Need Central Information Service 


Chairman Linton stressed the need of 
a central source of public information 
about life insurance. He paid tribute to 
the work of Mr. Johnson. 

Mr. Foster said Canadian life com- 
panies are spending an amount equiv- 
alent to an expenditure in the United 
States of almost $1,500,000 a year, tak- 
ing into account the relative volume of 
business in force in the two countries. 
Display advertising is used exclusively 
but Canadian officials are watching the 
development of the institute’s column 
form with a great deal of interest with 
a possible view to adopting it. 

Mr. Johnson summarized the func- 
tions of the institute’s department of 
information which collects catalogs and 
correlates information, to take care of 
requests for factual and statistical data 
about life insurance. Special studies and 
reports to be used in Institute projects 
and articles for magazines, trade jour- 
nals and newspapers are prepared. Up 
to as high as 100 letters received in re- 
sponse to the newspaper column every 
week are answered personally. 


Publicity Work Described 


H. E. Curtis described publicity work. 
A monthly news bulletin provides news- 
papers with authentic information about 
life insurance. Mr. Curtis urged com- 
panies to make effective use of their 
annual reports to policyholders as an 
educational medium. 

A series of cartoons, “Our Democ- 
racy,” is now being taken by 1,738 news- 
papers, Maximilian Elser, Jr., reported. 
Of these, 94 are dailies and 1.644 week- 
lies, he said. 

In reporting on the institute’s motion 
picture activity, F. H. Fidler said: “In 
the 15 months since its release ‘Yours 
Truly, Ed Graham,’ has been shown to 
more than 1,164,000 people outside the 
business and 72,000 agents. The public 
circulation was of three types: selective 
club audiences, 273,000 people; mass 
circulation through theaters, 711,716 
people; high school and college students, 
178.000. 

“The ‘American Portrait’ will have 
attained a circulation of about 230.000 
people by the end of December. Both 
pictures have enjoyed an almost unani- 
mous public approval with comment 97 





percent and 96.5 favorable, respectively.” 

H. Flower, Jr., vice-president, he 
Walter Thompson ‘Company, summar- 
ized the institute’s two main objectives 
as “to get ourselves better liked and to 
develop better agents.” 

Reasons for using the column idea for 
— advertising was then given 

D. Kennedy, J. Walter Thomp- 

of Dette. account executive. 


Wright Implores 
Presidents to Act 
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conducting their business in a more pro- 
fessional way. Generally speaking, they 
never see their prospects without a 
definite appointment. In the first inter- 
view basic and detailed information is 
secured so that the prospect’s needs may 
be properly determined and at a later 
date recommendations are made and the 
sales interview often takes place in the 
agent’s office. 

Mr. Wright said he appreciates the 
problem which the companies face in 
securing a fair interest return on invest- 
ments. That is a problem that deserves 
the expert attention of chief executives, 
but he implored the presidents not to 
become preoccupied with that problem 
to the extent of overlooking the neces- 
sity of maintaining an enthusiastic, fight- 
ing force in the field. Mr. Wright 
observed that the life underwriters asso- 
ciation is on record against federal con- 
trol or regulation. There is no demand 
for such regulation on the part of the 
public. 


Seek Rehabilitation of 
Central States Life 


(CONTINUED FROM PAGE 12) 


man and a director of Central States 
Life filed a petition to intervene in op- 
position to the receivership. Jones in- 
sisted that the capital is not wiped out 
or reserves impaired. 


Demands Rehearing 


In a second petition,Jones demands 
a rehearing on the receivership suit and 
a judgment ordering rehabilitation, with 
return of Central States Life to its for- 
mer management. Jones said he is the 
owner of 1,500 shares of stock and of 
two $10,000 policies. 

Frank X. Jones became a director of 
Central States Life when Central States 
took over American National Assurance 
of St. Louis. Mr. Jones was an officer 
of that company, control of which was 
held by his father, Attorney James C. 
Jones, Sr., of St. Louis. 

The new examination reduces real es- 
tate values from $6,261,432 to $2,462,405; 
mortgages from $5,144,038 to $4,328,699; 
stocks (actually a real estate item) $1,- 
634,370 to $270,843; bonds, $1,518,028 to 
$1,429,074. 

Net reserves excluding disability are 
set at $14,651,505. 

The St. Louis “Post-Dispatch” car- 
ried a story about the interest of Arnold 
G. Stifel, president of Stifel, Nicholaus 
& Co., investments, in Central States 
Life. Stifel acquired 24,585 shares of 
Central States or about 30 percent of 
the total, through an option agreement 
to purchase the shares from Kansas City 
Life. Stifel made annual payments of 
$2,500 to Kansas City Life and upon 
making such payments was given per- 
sonal possession of 250 shares of Cen- 
tral States. 








ARKANSAS TAKES ACTION 


LITTLE ROCK, ARK.—Commis- 
sioner Harrison has been named Arkan- 
sas ancillary receiver by the circuit 
court for the Central States Life which 
reinsured the former Home Life of Lit- 
tle Rock. As a consequence, the Cen- 
tral States Life has a large volume of 
business in Arkansas and much of it is 
still on the company’s books. J. 
Holt was named counsel to the ancil- . 
lary receiver. 





TO THE KEEPER OF THE BUDGET 

(; T ae, To the keeper of the budget, ‘“‘joy’’ is an income of a 
Qua ity Iraining dollar and an outgo of ninety cents, while ““gloom”’ 
is an income of a dollar and an outgo of a dollar and 

ten cents. The saving of a surplus, however small, 


- 2) ua lity Merchandisin g is the first step toward economic success. Saving 


through life insurance in a company such as the 
Massachusetts Mutual is simply buying a greater 


: , future good by a smaller present sacrifice. 
Quality Business 


and: PROGRESSIVE LIFE INSURANCE COMPANY 
Springfield, Massachusetts 


JEFFERSON STANDARD LIFE INSURANCE Co. Bertrand J. Perry, President 


JULIAN PRICE, President GREENSBORO, N.C 














‘Tis an old, old story, yet the flight 


of years with all their joys, their trag- | COUNTRY LIFE 
edies, cannot mar its magic. As the | 

shadows of 1940 lengthen into mem- INSURANCE COMPANY 
ories, build your dreams again in the | 
mystic white light of the Star of Beth- 
lehem, as it hovers there in the East, 
serene, beautiful, pledging anew 
Peace and Goodwill to all men. 


To you and yours this Christmastide 
we wish all things good. 
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PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT ; 











Vice-president W. W. Jaeger of Bankers 

Life of Iowa here sets off the 10 gallon 

hat that was presented to him recently 

by the Fort Worth and Dallas agencies 

at a joint luncheon in Fort Worth. At 

the same time he was presented with a 

escent is ae ee coe The Houston Association of Life Underwriters staged a successful “Life Insurance Week” program. Houston association 

paign. officers who directed the activities are shown here with the state and managers group presidents. Seated, left to right: 
Jack Grantham, Southwestern Life, president; Jul B. Baumann, Pacific Mutual Life, president Texas association; Fred J. Stan- 
cliff, Volunteer State Life, secretary. Standing, W. H. Fabian, Connecticut General, first vice-president; Francis G. Bray, 
New England Mutual, president Houston General Agents & Managers Association; Morris Brownlee, State Mutual, retiring 
president, and N. C. Willis, Connecticut Mutual, second vice-president. 


Absolute Growth of Life Insurance Assets—1920-1940 
Billions a Billions 
of Dollars (Of Companies Holding From 91.2% to 94.8% Of The Assets Of All U.S. Legal Reserve Companies. See Table 1) of Dollars 
30 3 


Other Admitted Assets 


| ___ Other Copentes Securities 


Domestic ic State, Chane 
and Municipal Securities 


F. L. Morton (left), tax expert of the Myrick agency of the Mutual Life in New 
York City, continued to answer queries on taxation and business insurance even 
after the regular question and answer period that followed his talk before the New 
York City C.L.U. chapter. Others shown are, left to right, E. J. Allen, assistant 
general agent, John Hancock Mutual, New York City, chapter vice-president; J. Fred 
Speer, Equitable Society, chapter president; and Ben Alk, Penn Mutual, New York 
City. national C.L. U. president. 
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100 100 
Four outstanding 


first year men of 
the Penn Mutual 
Life attended the 
quarterly meeting 
of the President's 
Club for New Or- 
ganization at the 
home office. They 
are shown here 
with President 
John A. Stevenson 
and Wallis Boil- 
eau, second vice- 
president. Front, 
left to right, Au- 
gust Epp, Wichita; 
Mr. Stevenson; 
E. S. Anderson, 
New York. Stand- 
ing, P. R. Skinner, 
Fort Wayne; Mr. 
Boileau: j, ?. 
‘ Nn 0 Black, Memphis. 
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December ‘31st of Each Year 





XUM 


